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There’s 


NO LICKING 
Dennison 


PRES -a-ply’ 
products... 





REINFORCEMENTS Box-dispensed 
one-at-a-time for quick, neat application. 





T-LINE LABELS 
All sizes and 
shapes to 

suit every 





PRES oPLY ~ BAIR MAIL 


SELE-STICKING 

LABELS 
Handy dispenser 
box saves time and 
mess in mailings. 








FILE FOLDER LABELS 
Ten colors make file labeling 
easier, more efficient. 








Watch for 
the new 
dispenser box of 





Correction Tape 


With Dennison PRES-a-ply products you simply 


¢ 
press to apply! There’s no licking eee they're self- QWNVAOOW 


sticking. There’s no lagging, either . . . they’re ; “— 
Helping you compete more effectively 


self-selling, in America’s best-selling dispenser FRAMINGHAM, MASSACHUSETTS 


packages. Why risk getting stuck with less? 


- for more details circle 117 on last page 


customer’s needs. 


Dennison PRES-a-ply 
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“Sorry —that’s out of stock too—believe me, next year 
I'm featuring dependable ‘Masterpiece’ — exclusively!”’ 


A full line of both Deluxe and Popular-Priced Christmas 
Cards — for both personal and business use — backed by 
the famous Masterpiece “Profit Policy’: No Deadlines 
(send in your orders right up until Christmas); No Alter- 
nate Choice Cards Required; Accurate Imprinting Always; 
Prompt Service Coast-to-Coast. Send today for your 





Albums of 
Nw 
& A S tJ = 
NAS DIECE 
in eee” 
MASTERPIECE STUDIOS DEPT. N1 
ae , . } ~ Troy at 21st St. e Chicago 23, Illinois 
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How do you trade ’em up to 
the portable that’s electric? 
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Sell your customers on all the extras they 
get when they buy the Smith-Corona 
Electric Portable! 


1. Let them try... the light, easy electric 
touch of the world’s only power-packed 
portable typewriter. With type keys, space 
bar and shift key powered electrically, it’s 
the easiest of all portables to type on. And 
the touch can be tailored to the typist! 


2. Let them see... the clean, clear typ- 
ing produced by the Electric Portable — 
perfect as a printed page! Demonstrate 
how it makes up to 12 perfect carbons, just 


by changing the Impression Control Dial. 


3. Tell the beginner... that the Smith- 
Corona Electric Portable is the easiest 
portable to learn on, as proved by class- 
room tests. Remind the experienced typist 





that it’s the only portable typewriter that 
will keep up with the fastest typing speed 
without jamming. 


4. Show off... al] the convenient features 
—easy margin setting, automatic repeat 
action, full 88-character keyboard, keyset 
tabulator and all of the others. Play up 
the many special type styles available — 
especially the unusual Artistic script! 


5. Talk up...the Electric Portable’s dur- 
ability. Remind prospects of Smith- 
Corona’s outstanding record of making 
trouble-free portable typewriters. 


6. Point out... the top rating the Smith- 
Corona Electric Portable has received from 
leading consumer testing organizations. 

4 










<n OR, REFUND >> 


- " Guaranteed by > 
Good Houschooging 


7. Talk terms... only 
$10 down, up to 24 months 
to pay. And be sure to 
mention that the Electric Portable now 
carries the Good Housekeeping Seal, best 
known and most respected guarantee in 
America today. 





oy \ 
oF AS aoverriseo WES 


Start now to display, promote and sell the 
Smith-Corona Electric Portable, the finest 
machine in the nation’s largest-selling line 
of portables! 


SION OF SMITH-CORONA ? 


- - - for more details circle 144 on last page 
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DEAR 
READER 


The spring convention season al- 
wavs brings us a welcome chance 

» visit you and learn more about 
your business problems. It also 
teaches us a lot about the people 
that make up an industry. 

Charity and resourcefulness are 
two of the fine human traits we 
have seen exhibited at recent meet- 
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DAVIDSON PUBLISHING COMPANY 
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ings New York 1: Robert Shearman, 250 Fifth Ave., MUrray Hill 3-4723 
ay Chicago 1: 221 North LaSalle St., CEntral 6-1600 
Los Angeles 34: Dick Meyer, 3137 Kelton Ave., BRadshaw 2-1456 
San Francisco 5: J. A. Converse, 274 Monadnock Bidg., YUkon 2-3039 


Convention-goers at a regional 
meeting in Spokane showed sur- 


prising resourcefulness when the 
final day of the convention coin- 
cided with a local election which 


forced some juggling of plans for NT El 
penne we Uit 2 os Al 
a pre-banquet social hour. JULY, 1960 = VOL. 40, NO. 7 


Travelers of NSOEA’s Region 7 
are to be commended for a good 


deed they have undertaken. While 


Dear Reader 


) 

- St. Paul = a es Capsule Comments Q 
they were scheduled to donate up : ; _ 
to 22 pints of blood for a California 5 better From Washington % 
dealer who is to have an “open New Products 1G 
heart” operation this summer at In My Opinion 7 
the University of Minnesota Hos- Building an Office Machines Sales Force Is 
pital, Machine Dealers Meet July 10-18 20) 

here Is also : heart-warming, Salesman or Merchandising Consultant? 253 
human interest side to the story By Dr. Gordon B. Cross 

« a O P : ee ? 7 re 

a ag He haf pace nope Pencil Week Winners Tell How They Did It 24 
test. The top prize, a vacation in Consumer Policies on Machines and Furniture 26 
Spain, goes to a young couple in News 30 
business only a year and a half. Preastime News 21) 
Phey have to plan for the care of Views of the News L6G 
their five children before they can 
take the trip. Yours for the Asking 58 

\n especially interesting year for Stationers Calendar 60 
office machine dealers will be cli- Classified Advertisements 60 
maxed with a NOMDA conven- Readers Service GI 


tion, which is previewed on pages 
20 to 22. Two subjects sure to be 
hashed over in informal sessions 
are the recent debate over type- 
writer tariffs and the new Under- 
wood-Olivetti combination. We 
hope to see many of your there in 
San Diego. 


oy pack, 


COVER PHOTO: Clarence 

Ogle, right, ABC Office 

Equipment Co., Spokane, 

checks machine for custo- 
¥ mer. (Story, page 18). 


MODERN STATIONER is published monthly by Davidson Publishing Company, Publi- 
cation office, Duluth, Minnesota; Editoral and Executive offices, 1 East First Street, 


Duluth 2, Minnesota; Business offices, 250 Fifth Avenue, New York 


New York; 


Marshall Reinig, president; Robert Edgell, executive vice president; Harold O. Shively, 
vice president; Anita Reinig, secretary, Gene Kuefner, treasurer. Single copies 30c. 


Subscription rates, $3.00 per year; Canada and foreign, $5.00 per year. 
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Every Eversharp “10,000” 
is attractively packed in handsome 
molded gift box. 

















Complete writing set for extra 

sales: Gift-boxed Eversharp “10,000” 

and matching pencil. Price $3.25 
° 
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Biggest back-to-schoo|se 


A, 


LA 


sales-maker ever! 


“eens: 








CARTRIDGE 


FOUNTAIN PEN 


WITH WORLD'S 
LARGEST INK CARTRIDGE 
WRITES 10,000 WORDS 

WITHOUT REFILLING 


Mls / 





Eversharp lets you offer the true economy and 
convenience customers want in a cartridge 
fountain pen. It’s priced at $1.98 for your high- 
volume market where you make 60% of your 
pen sales. It’s timed to capture your back-to- 
school business. It’s available with matching 
pencil for plus gift-set sales. And it’s sold only 


through normal distribution — no special school 
deals that cut you out of sales. 

Luxury styled in 6 stunning colors, the 
Eversharp “10,000” offers a choice of four nibs 
— extra-fine, fine, medium and broad. Cash in 
on the biggest back-to-school value ever — the 
big-capacity, big-selling Eversharp “10,000.” 





EARN A FULL PROFIT? 


With 12 pens you get 3 cartridge packs With 6 pen-pencil sets you get 2 car- 


Send For Free Sample 


free — look: tridge packs: If you are interested in selling the pen 
Your cost $14.26 Your Cost $11.70 that writes 10,000 words with each car- 
Free Goods 1.47 Free Goods 98 tridge, write on your letterhead to — 
Retail Value 25.23 Retail Value 20.48 J. B. Francis 
: EVERSHARP DIVISION 
Your Profit 10.97 Your Profit 8.78 THE PARKER PEN COMPANY 
% of Profit 44% % of Profit 43% JANESVILLE, WISCONSIN 





for the best writing ever... it’s 


- for more details circle 122 on last page 
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““You get bigger profits 
with the full OXFORD Line!” 


The full Oxford line is a gold mine to filing supply dealers! Not only famous Oxford 
Pendaflex®, but all Oxford filing supplies are known for quality, completeness and com- 
petitive price. And distinctive blue packaging makes Oxford easy to spot on your shelf... 


adds extra “buy appeal.” Customers recognize Oxford products and ask for them by name. 


\re you a full line Oxford dealer? If not, 


you re missing out on full profits! 


® 
. Oxford Filing Supply Co., Inc. 
Oi rd Garden City, New York 
A FIRST NAME 


IN FILING In Canada, Luckett Distributors, Ltd., Toronto 


- - - for more details circle 136 on last page 
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“We must become wortiy of being the wise and powerful partner of American 
business and be recognized by American business as occupying that position.” 
— Statement of industry’s goal by W. Neill Stewart, Jr.. NSOEA president. 

* * * 
“Open-shelf filing saves up to 38 percent of floor area requirements. This sys- 
tem works efficiently where daily reference is low and records are kept for long 
periods of time. Institutions working with mortgages, life insurance, 
records or personnel bonding find open-shelf filing ideal.” 
nouncement by Amberg File and Index Co. 


% 


medical 
From product an- 


“Such (franchise) contracts to be fair should contain a cancellation clause on 


notice to be given for a period of time proportionate with the length of time the 
contract continues, such as 30 days where the contract is in force for a year, 
60 days for two years, 90 days for three years and one year for four years or 
more. This is merely a suggestion, but sufficient time should be allowed the 
dealer so that he may adjust his business upon notice that a franchise contract 
is cancelled.” — Charles Krause, Jr.. NOMDA legal counsel, discussing hardship 
to dealers when contracts are terminated with short notice. 

* * * 
“A recent Internal Revenue Service report showed that there are 9,985,593 un- 
incorporated businesses in the United States.” — Nicholas Picchione, comment- 
ing on market for Dome bookkeeping and payroll books. 

% * % 
“The promotion was developed on the basis of field reports that show sharply 
increased sales in stores where consumers are given an opportunity to write 
with the pen, and where top-of-the-counter and window displays are used.” 
— Greg Rouleau, announcing W. A. Sheaffer Pen Co. promotion with a built- 
in consumer participation feature. 

% * % 
“Simple, wouldn't it be, if we never had to change, never make an innovation, 
never try anything our competitor wasn’t already doing? Simple, of course, 
and in the long run fatal. Imagination, properly applied, is the most profitable 
of commodities.” — M. P. Geraghty of The Textile-Craft Co., ribbon manu- 
facturer. 

¥ ¥ 

“In a free economy, competing channels of distribution are always emerging. 
In recent years, retailers’ cooperative buying agencies, chain and department 
stores, and mail order houses acquired additional distributive functions. Re- 
tailers have integrated into wholesaling, and wholesalers into retailing, either 
by outright ownership or by cooperative arrangement. The number of patterns 
is legion. This proliferation of modern marketing units defies neat nomen- 
clature and descriptive labels.” — Donald S. Frey, Wholesale Stationers Assn., 
in new manual of “Guides in Free and Fair Competition.” 

% ¥ % 
“Everyone is interested in and likes new things—our customers, our salespeople, 
ourselves. New items are the very lifeblood of our business. New items in- 
crease our profitable sales by contributing volume we wouldn’t get if we didn’t 
have them. New items demonstrate our alertness to customers’ wants. New 
items stimulate enthusiasm and make our store a more interesting place in 
which to shop. New items help us to see to it that customers shop first at our 
store. New items are big business.” —Gerald Doherty, retail management 
consultant. 
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ny MICROPOINT alae 
BACK-TO-SCHOOL 
PROMOTION 


€— Featuring the fabulous striped INK-STIK | 


nl 



































7 Big FREE GOODS Deals! 


Here’s an example of the big profits you can 
make from this once-a-year opportunity... 


OVER han Plus all this merchandise FREE!!... $28.93 total value 
50% 


PROFIT 


24 doz striped INK-STIKS aw 

30 Micropoint “Fits- Three Ink-Stik ‘N’ Hold- Two Ink-Stik ‘N’ Hold- 

All” ball pen refills. Holders with 28” gold- ers with dialer balls. 

Retail 49¢ each. finished chains. Retail Retail $1.19 each. 
$1.59 each. 


Retail Value ..... $150.85 

Your Cost....... 74.88 

Your “Back-to-School” 
profit........ $75.97 


One dozen giant-ball 


in new SUPER 6 DISPLAY | tail's9¢ each 








The other big-profit deals include Micropoint Car- 
rousels, Ink-Stik ‘N' Holder displays, and ‘Fits All” 
Refill displays. 


© Ask your wholesaler for all the infor- 


ous") Mation on this big-profit promotion. It 
wnovesatee) will make your cash registers sing when 
school bells ring! 


MICROPOIN Be INC. Sunnyvale, California 
Creator of Advanced Writing Instruments 


- - for more details circle 131 on last page 
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}..-@ letter: from Washington... 


MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 


Washington, D. C. 
June 15, 1960 


The Federal Trade Commission's first test of its jurisdiction over 
retailers is in the works. An FTC complaint charges false pricing claims 
on the part of S. Klein Department Stores, Inc., New York City. The juris- 
diction claim is based on this sentence: "In the course and conduct of its 
business, respondent has been and is engaged in disseminating and in causing 
to be disseminated in newspapers of interstate circulation advertisements 
designed and intended to induce sales of its merchandise and that of its 
concessionaires." 








The test case is not clear-cut, however, because Klein has a store in 
Newark, N.J. Subsequent proceedings may work out so that FIC assumes juris- 
diction on that fact alone. In that event, the Commission will choose a 
more representative test case based solely on newspaper and radio-TV ads. 
The FTC complaint is in line with its recently published pricing guides. 

It contends that the store made fictitious reductions from list and mis- 
leading references to value. The store denies the charges. 





Guides to the Robinson-Patman Act have been issued by FIC. A ten- 
page pamphlet seeks to draw the line between legal and illegal promotional 
allowances. "No single way to proportionalize is prescribed by law," the 
pamphlet comments. "Any method that treats competing customers on pro- 
portionally equal terms may be used. Generally, this can best be done by 
basing the payments made or the services furnished on the dollar volume or 
on the quantity of goods purchased during a specific time." 





FTC officials think the new guides will be effective in stirring retail- 
er complaints against supplier promotional allowances to favored customers. 
It is already planned to assign any new personnel approved by Congress to the 
Bureau of Investigation to take care of an anticipated spurt in complaints. 


Promotional allowances, the publication emphasizes, cover much more than 
advertising allowances. They include window and floor displays, demon- 
strators, display and storage cabinets, special packaging, warehouse facili- 
ties, accepting returns for credit, "push money," and contest prizes. Ac- 
cording to examples given, a supplier would probably meet the "proportion- 
ally eoual" requirements if he provided a large store with a trained business 
machine demonstrator for a day or two and provided a small stationer handling 
the same machines with a special display or an advertising allowance. An 
example mentions a plan for cooperative television advertising. If competi- 
tors of those receiving the allowance are too small to use it themselves, the 
Supplier must offer some usable and proportional alternative, such as adver- 
tising in a neighborhood paper, handbills, etc. 

















r, who is responsible for most of FIC's recently 
iat the R-P Act is not a one-sided street. "Let 
to open a new retail outlet and decides to 
plier the sum of 9: as a special advertising 
grand opening," he said recently. "Just what a- 
omers competing with you? 
tify all competing customers 
Just what alternatives do you 
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C has court tes f its authority to proceed 
yrder houses which receive discriminatory price re- 
cannot be justified by a lower cost of doing 
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on “Imported typew 








unusual 
protec tionists 


reports that Japanese businessmen are 
modern office machines of various tyt 
The agency predicts a growing Ja apanese 
exporters. 


rice maintenance law which was rammed through the 
veto of Gov. Mike DeSalle didn't hold up very 








1 unconstitutional by a lower court on the ground 

lawful delegation of state police powers to manu- 

nal "Fair Trade" law was declared invalid by the 
because of the nonsigner clause. 


ooking toward possible action next year on a nation- 
scheduled by a House Commerce Subcommittee Spon 

Patman (D., Tex.), chairman of the House Small Business 
ud bar sales at "unreasonably low prices." The te 


local statutory definition. Where non exists, "unreason- 
uld be prices at less than invoice, plus overhead. Vio- 


jould be liable for treble damage suits 


Administration opposition has pretty well killed 
by Rep. Albert Rains (D., Ala.) to make eligible for 








jisaster loans small businesses displaced by urban 
istrator Philip McCallum vrotested to the House 
the disaster loan program was set up to deal with 
hould not be diluted or perverted. 


Federation has pi sig the Senate Finance Committee 
y action on the Treasury Department recommen- 
dations for changes in the law governi sension plans of owner-manager 
corporations. ARF said that whatever undue advantages or disadvantages 
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Sell The “Sellingest” 
dictating Machine 


On The Market! 


BOOTH 6 


VISIT US 
AT THE NOMDA 
CONVENTION 


Nationally and Locally 
Advertised for your Big- 
gest Profit Promotion 


* Dramatic full-page ads in 


national magazines 


* Hard-hitting national newspaper ads 


* 


Effective tie-in local mats for you 


* Complete direct mail promotions, 


Sales literature, Point-of-Sale 


* Complete Dealer-Supporting programs 
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THE NEW 


i —9 Eo R-Fe) 


STENQOTAPE 
$4 was) 95 Tatel iUle (398 at-to Mal Keb 


WORLD’S ONLY TRUE-FIDELITY DICTATING, TRANSCRIBING UNIT 


Highest fidelity — 

80 to 6500 cycle range. It even repr 
duces the finest music with 

hall quality! 


Lowest price — 
Includes Federal Excise Tax. N 
den extras. 


Protected profits — 

Selectively franchised dealers and a 
liberal discount structure insure full 
profits 


Complete cooperation — 

Display material, direct mail, news- 
paper ad mats and other tested sales 
aids available 


Most features — 

ding new precision split-second 
tape counter. Built-in loudspeaker 
30-ft. range mike for meetings, etc 
Most versatile unit for business, pro 
fessional & social use 
Most accessories — 
Every one an extra profit opportunity 
for you! 
Most liberal guarantee — 
ONE FULL YEAR on parts and service 
Special service stations eliminate 
Service headaches 
Made by Geloso of Milan, Italy — 
Europe's largest integrated elec 
tronic manufacturers 


For the complete exciting sales story — Clip coupon to letterhead 
or fill in. and mail today! 


AMERICAN GELOSO ELECTRONICS, Inc. Dept. 108 


251 Park Ave. South, _ 
New York 10, N.Y. Firm Name 


Rush the complete Address 
Geloso StenOtape City . 


Attention of .. 


(Phone AL 4-2282) 


ZONE ....-..9tate .... 
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Writing Papers @ that Create ffan Impression 


po F 
CAN CAN 


oak ‘eee ; BON VOYAGE 2.00 
Gift Garter 
2.00 


MONTAG, INC. # 245 North Highland Avenue, N.E. ® Atlanta 7, Georgia = Represented by Barber-Ellis in Canada 
New York Sales Office: 230 Fifth Avenue, Room 706 ® Dallas Sales Office: Dallas Trade Mart, Room 1737 
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ff 
For Every Personality 


My 
Vv 
q From Can Can to Kashmir 


Y For Every Price 


4 Gift Stationery from $1.00 to $7.50 


1 | ¥ For Every Promotion 


Nationally Advertised to Millions 





TMM coum | Wa LT ll 


YS 4 


FLATTERIE 
with Flatterie _ 
Sachet 1.59 ; ° 










KASHMIR 
with Imported 
Letter Opener 
7.50 





ada Montag Writing Papers that Create an I mpression ...or a Promotion! 


- - - for more details circle 124 on last page 
MODERN STATIONER, JULY, 1960 . 








Card-size Duplicator 1 


ax 


Print-O-Matic Co. announces its 
newest improved A-2G_ card-sized 
duplicator with important “plus” 
features: a new feeding arm, pre- 
vents lint formation; new, automa- 
tic “push and roll” feeding can 
handle stock as thin as tissue or as 
thick as cardboard, up to 4” wide 
by 6” long. Runs of over 2,000 copies can be completed in less 
than an hour with the new economical unit. The duplicator 
measures only 6” high, 13” long and weighs only 5 pounds. Units 
retail for $19.95 plus tax, complete with kit of stencils, ink, stylus, 
ink brush and writing plate. 


Checkwriter 


Burroughs Corp. will demonstrate 
several medels representing its full 
line of 17 checkwriters at the 
NOMDA Convention, with the low- 
cost T-254 disbursement controller 
expected to take the spotlight. The 
manually-operated T-254 dates, pro- 
tects and signs checks in one opera- 
tion. Dangers of check alteration 
and fraud are avoided by such fea- 
tures as a sliding prefix, which eli- 
minates any chance of extra figures being inserted. The function- 
ally-styled machine carries a list price of $255. Other machines in 
the new dealer line of checkwriters list from $142.50 to $410. 
Dealers who buy three adding machines or four checkwriters at 
the convention will receive, free a colorful permanent counter 
display, valued at $15. It will also mark the first convention 
showing of Burroughs Nu-Kote typewriter ribbon, designed to 
outwear three ordinary ribbons and featuring a new universal 
plastic spool. 


Portable PA System 3 


A transistor public address sys- 
tem, built into an attache case, self 
powered by its own flash lantern 
batteries, and light enough to carry 
anywhere, has been introduced by 
Antrex Corp., Chicago. Called “Red- 
cap,” the unit amplifies the speaker’s 
voice or music and projects it to 

audiences of up to 2000 people, for distances of up to 4 mile. 
Completely portable, it can be carried or shipped like baggage and 
used in areas where it is inconvenient to string electric wires or 
where current is unavailable. A standard unit retails at $199.50 
through stationary and office equipment dealers. 


Miniaturized Tape Recorder 4 


The American Concertone Division of American Electronics, 
Inc., has introduced a new, book-size, tape recorder, weighing 
under four pounds, which operates from its own built-in batteries. 
The Transicorder features built-in speaker, a versatility of power 
source, and more than one hour of recording capacity. The price 
is $199.95. To prolong battery life, the Transicorder also can be 
operated from 110 volts house or office current or from the ciga- 
rette lighter receptacle of a car. 
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Electro-Rex Corp. of America has 
announced the “FotoRex” Typeset- 
ter, a low-priced photo composing 
machine which was developed to aid 
the smaller and medium sized oper- 
ator who needs the advantages of 
phototype composition for preparing 
copy for headlines, paste-ups, lay- 
outs, ete. Hundreds of complete 

' “FotoRex” alphabets from 14 to 72 
points including hand-lettered styles are available. The new unit 
is priced at $139.50. Rex-Rotary will also be showing its copy- 
ing equipment at the NOMDA show. 


Hand Adding Machine 6 


Alma Office Machines Corp. will 
be at the NOMDA show featuring 
the latest addition to the Everest 
line, a 10-key hand adding machine 
with automatic credit balance under 
the name of Everest “Plurima.” This 
is described as the smallest, most 
compact machine of its kind on the 
market. It will list for $129.50 plus F.E.T. The outstanding 
feature is that it has the lightest action and that it fits in a 
briefcase. 


Telephone Pickup 7 


Rye Sound Corp. has an- 
nounced a new, high quality, 
American-made telephone pickup, 
model D-374. The new unit is 
available with various plugs to 
accommodate all leading makes 
of dictating machines and _ tape 
recorders. It is said to provide 
performance that is _ virtually 
hum-free. It will pick up both 
sides of a telephone conversation 
through a grip-tight suction cup. 

Packaged in a see-through plastic case, it is priced at $8.95. 


Automatic Stamping Machine 


A new self inking automatic 
stamping machine has been an- 
nounced by Pryor Marking Prod- 
ucts. The new device utilized in- 
terchangeable rubber base lock 
type or permanent rubber dies. 
It imprints a vivid ink impres- 
sion on form, envelopes, flat car- 
tons—or any flat product or ma- — 
terial up to % inch thick— 
automatically, in a fraction of the time of hand stamp methods. 
The unit stamps as fast as it can be fed and is available with 
either automatic type base switch or foot switch. It features a 
light weight cast aluminum body with heavy duty brass imprint 
ing section. 


(Continued on page 42) 
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LZ my Opinion 


Be Prepared for a “Rental Economy” 


Thre expiration of about one- 

third of our country’s precent re- 
tail industry by 1965 has been pre- 
dicted by two management con- 
sultants in an article on “The Com- 
ing Rental Economy.” They say 
our present distribution methods 
are inadequate because we have 
failed to bridge the gap between 
production and consumption. Our 
present boom in installment credit 
is viewed as a transitional phase in 
the development of a rental econo- 
my. 

You may agree with me that 
their somber forecast does not ap- 
ply to stationery and office equip- 
ment retailers. Here are several 
reasons why. 

In the first place, a big part of 
stationery retailing involves con- 
sumable items with a relatively 
low unit price. These are admit- 
tedly not suitable items for any 
rental plan. 

In the second place, those of you 
who do handle big ticket items 
such as machines and furniture 
have been warned well in advance 
to prepare for “the rental econo- 
my” and many of you are ready 
for it. At conventions, in the trade 
press and through association bul- 
letins you have been learning for 
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several years about the huge po- 
tential for leasing of office equip- 
ment. 

That dealers in our field are 
aware of this potential is evident 
from a recent report showing they 
expect increases of 67 percent (for 
furniture) and 15 percent (for ma- 
chines) in lease and rental busi- 
ness during 1960. 

The market for this business is 
described further in an article start- 
ing on page 26. The National Of- 
fice Management Assn. has deter- 
mined that 20 percent of American 
offices rent machines and only 2 
percent rent office furniture. These 
percentages are considered surpris- 
ingly low in view of the many ad- 
vantages of leasing equipment. You 
will be interested in reading why 
companies do and do not rent of- 
fice equipment. This is informa- 
tion you can use in building a 
leasing program. 

A third reason why office equip- 
ment dealers are less vulnerable 
than most retailers is our tradition 
of selling service with the product. 
A homeowner may buy a refrige- 
rator without contracting for ser- 
vice, but most offices are accus- 
tomed to signing a service contract 
with the purchase of new machines. 


We already have the service and 
maintenance program which will fi- 
gure prominently in the coming 
“rental economy.” 

Whether or not the prediction in 
my opening paragraph comes true 
for retailers in general, we owe a 
debt of gratitude to the associa- 
tions in our own industry for spot- 
ting the “rental” trend in its for- 
mative period. The National Of- 
fice Machine Dealers Assn. had a 
thorough discussion of leasing at 
its Milwaukee convention in 1958. 
Delegates to recent meetings of 
the National Office Furniture Assn. 
have also been carefully briefed. 
And the National Stationery and 
Office Equipment Assn. has done 
its usual, efficient job of keeping 
members informed through weekly 
bulletins and special articles. 

Any dealer in machines or fur- 
niture who has not been paying at- 
tention at the panel sessions and 
convention programs had _ better 
take heed. As comsuption mounts 
to keep pace with automated pro- 
duction plants, rentals and leasing 
will also increase in what amounts 
to a new distribution pattern, with 
emphasis on use, not ownership. 

This is one retailing revolution 
that you can profit from. 


MacethO Shivety 








Clarence C. Ogle, one of the founding partners in the business, 
shows hinged and framed pegboard which was constructed to dis- 


play line of time clocks. 


f the 10 persons on the pay- 

roll at ABC Office Equipment 
Co. in Spokane, Wash., five are 
active in outside selling. The ef- 
ficient sales crew has been built 
up in the past five years, since the 
business partnership was formed 
by Clarence C. Ogle and William 
T. Perry. 

The two owners form the nuc- 
leus of the company’s sales organi- 
zation. Three young men ranging 
in age from 20 to 32 have joined 
them in outside selling. Other per- 





include three servicemen 
and a two-girl office staff. 

Mr. Ogle tells where the three 
additional outside salesmen came 
from, with evident pride in the 


way they are now producing. 


sonnel 


“The three salesmen we've hired 
in recent years,” he says “all have 
different backgrounds, and_ this 
has convinced me that there is no 
one perfect salesmen 
for our industry. The only things 


source of 


they seemed to have in common 
when they started were a willing- 


ABC Office Equipment Co. is located near the edge of the Spokane business district. 


Building a1 


A small dealer views his flexibility as an 
asset in finding and training a staff of 
outside salesmen of office machines 


ness to work and a desire to sue- 
ceed. 

“One of the men, Jim Woods, 
had started working for us part 
time while in high school, servie- 
ing dictating equipment. His hob- 
by interests in radio and electron- 
ics made this a natural arrange- 
ment, even though he was s0 
young that he needed a_ special 
work permit. After several years 
of this and after he had finished 
school, Jim expressed an interest 
in selling and we gave him a 
chance. He started producing 
right away.” 

Mr. Ogle believes a background 
in servicing office machines is ex- 
cellent preparation for selling the 
same products. “But it’s a pretty 
expensive source of sales help for 
the dealer,” he adds, “with service- 
men becoming increasingly diffi- 
cult to find and train. If we had 
six or seven men in the service de- 
partment, it might be easier to 
use the department as a source of 
salesmen.” 

Another of ABC's | salesmen, 
Ivan Potter, had formerly sold 
appliances. “He came to us,” Mr. 
Ogle recalls, “with little know-how 
in our field, but lots of determina- 
tion. Ivan started selling on a 
straight commission and he made 
the grade.” 

The most recent addition to the 
growing sales force is Tom Alli 
son, who brought an accounting 
background and_ originally was 
hired to keep the books. “He knew 
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C ffice Machines 


Sales Force 


the machines and their applica- 
tions,” says Mr. Ogle, “We had to 
help him develop selling ability. 

“In some respects it was the 
same adjustment for all three of 
these men. They each possessed 
one of the ingredients needed to 
succeed as an office machines sales- 
man. We helped them acquire the 
rest. Ivan, for instance, had sell- 
ing experience in the appliance 
field and his big problem was pick- 
ing up product knowledge about 
office machines. Jim Woods knew 
the products from his experience 
in the service department, but he 
had to develop his selling ability. 
Each of the men had something in 
his background that helps him sell 
office machines. I’m sure there 
are many other sales and service 
experiences that would help quali- 
fy a man to sell for us.” 

Training and managing the 
small sales force is probably easier 
because it is small, says Mr. Ogle. 

“We can be more flexible, say, 
than the factory branch of a big, 
direct selling manufacturer. When 
necessary, it’s easier for us to devi- 
ate from our schedule with little 
red tape and we can get by with 
less paperwork, such as detailed 
call reports.” 

The company handles typewrit- 
ers, adding machines, calculators, 
dictating and copying equipment, 
time clocks, cash registers and a 
check-writing line. It is also the 
local agency for an automatic type- 
writer. 
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Special clipboard in service department permits office girls or any- 
one in the store to check progress of repair jobs. 


The sales territory in and near 
Spokane is split roughly in two 
equal parts. Two salesmen are as- 
signed to each part, one special- 
izing on dictating and copying 
equipment and the other on calcu- 
lators, adders and typewriters. The 
fifth man, Mr. Ogle himself, cov- 
ers the entire area and gives speci- 
al attention to big ticket items 
such as bookkeeping machines and 
automatic typewriters. 

“As a rule of thumb,” says Mr. 
Ogle, “we each try to make from 


two to five demonstrations a day 
and place from one to three units 
on trial each day. This varies, of 
course, with the type of equipment. 
But it averages out to about 50 
demonstrations per month and 20 
trials per month for each of the 
five men.” 

Sales supervision is not a full 
time job for the two partners. It 
can’t be in a small organization. 
But both owners are pleased with 
the business done by their young 
and growing sales force. 





Service department includes three men, one of whom is shown here. 





A convention of office machine 
dealers that has been billed as 
“completely casual” will also in- 


clude a full quota of “strictly 


business” affairs — including ses- 
sions on dealer advertising, auto- 
mation, record keeping and the 


problems of small business. 

On display for 24 hours during 
the four-day convention will be the 
products of more than four dozen 
industry manufacturers and dis- 
tributors. 

The 35th annual meeting of the 
National Office Machine Dealers 
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Assn. will be held July 10-13 at 
Hotel del Coronado in Southern 
California’s San Diego Bay. It 
will be NOMDA’s first West Coast 
convention in 11 years. President 
will be Alfred Foxcroft, NOMDA 
president, from Los Angeles. 
Rep. Wright Patman, (D., Tex.) 
a 16-term congressman with a rep- 


utation for championing the cause 
of small business, will address the 


convention’s opening luncheon. A 
number of other descussions and 
displays will provide visiting deal- 


ers the ammunition they need for 
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successful mer. 
connection with 
one of the sessions, a new Profit 
Primer for dealers will be intro- 
duced. Other highlights will be a 
panel on dealer advertising, an- 
other on automation, a workshop 
for the officers of NOMDA locals 
and a display of prize-winning 
dealer ads and merchandising 
ideas. 

Activities on the lighter side will 
include a poolside steak fry and 
a skit by members of the South- 
ern California NOMDA. 

Ladies of NOMDA, under their 
president, Mrs. Marie White of 
Texarkana, Texas, have scheduled 
their own full program of activities, 
One feature of their social sched- 


another year of 
chandising. In 


Machine 


Howard Cure of El Cajon, Calif., and Mrs, 
Douglas Fisher of San Diego are serving as 
local chairmen for the convention at Hotel 
del Coronado. 
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ule will be a boat trip from the 
convention hotel to the Kona Kai 
Clu) for lunch and a demonstra- 
tion of flower arrangements. 

Interested dealers may obtain 
additional information about the 
convention from Harold Mann, 
Executive Secretary, National Of- 
fice Machine Dealers Assn., 1542 
Hillhurst Ave., Los Angeles 27, 
Calif. 

A preliminary list of exhibitors 
is printed here, with information 
on some of the lines to be dis- 
played. Additional product infor- 
mation will be found in the regu- 
lar New Products section. 

Western Addo Machine Corp., 
Booths 28-29. 

R. C. Allen Business Machines, 


key electric adding machines and 
its electric duplex itemizing and 
hand-operated cash registers. 

Cole Steel Equipment Co., 
Booth 45-46. 

Continental O f fice Machines, 
Inc., Booth 44. 

Cromwell Business 
Booth 77. 

Curta Co., Booth 62, will be 
showing two models of its pocket 
calculating machines, including a 
newly improved Model #2 which 
features a color coded keyboard, 
larger numerals, new gray finish, 
and red warning flash when ma- 
chine is in subtraction. 

DeJur-Amsco Corp., Booths 55- 
56, is exhibiting its full line of of- 
fice and portable dictating ma- 


Machines, 


Dealers Meet July 10-13 


A “completely casual convention” in California awaits 
members who attend the 35th annual convention and 
trade exhibit of the National Office Machine Dealers 


Association. 


Inc., Booth 63. 

Alma Office Machine Corp., 
booth 48, will show the complete 
line of Everest typewriters, adding 
machines and calculators, includ- 
ing a fully automatic calculator 
with automatic division and multi- 
plication. Latest addition to the 
line is a 10-key hand adding ma- 
chine with automatic credit bal- 
ance. Called “Plurima,” it is com- 
pact enough to fit in a briefcase. 

American Dictating Machine 
Co. is showing its complete ADM 
Photocopy line and the Rex Re- 
corder office dictating machine. 

American Geloso Electronics, 
Inc., Booth 6. 

Ames Supply Co., Booth 43. 

W. P. Boatright & Associates, 
Booth 65. 

Bohn Duplicator Corp., Booths 
60-61. 

Burroughs Corp., Booths 17-18. 

California Typewriter Exchange, 
Booths 19-22. 

Clary Corp., Booth 1, will feat- 
ure its low-priced adding machine 
and cash register lines. Included 
will be a full keyboard and 10- 
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chines. The Stenorette line in- 
cludes a battery-powered portable 
unit that is compatible with office 
machines. 

Du Prints, Inc., Booth 64. 

Facit, Inc., Booths 37-38. 

Flewelling Co., Booth 70. 

General-Gilbert Corp., Booth 3. 

General Ribbon Corp. 

Milo Harding Co., Booth 10. 

Hennus Co., Booth 66. 

Indiana Cash Drawer Co., Booth 
14. 

Inter-Continental Trading Corp., 
Booths 11-12. 

International Calculators, Ltd., 
Booth 69. 

Interstate Metal Products Co., 
Booth 53. 

Lagomarsino - F.A.I. will display 
its Model 8381 Totalia, a four- 
operation printing and calculating 
machine which combines easy op- 
eration, clearness of printing and a 
percentage figuring device. Retail 
price is $675. 

Luaxco, Inc., Booths 58-59. 

The National Cash Register Co., 
Booths 4-5, will show five new 
machines, including a new 14 col- 
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PROGRAM 


Sunday, July 10 
9:00 A.M. — Manufacturer, wholesaler, 
distributor registration. 


0:00 A.M. — Dealer 
lobby 


registration in 


10:00 A.M.—9:00 P.M Exhibits 
open, grand ballroom. 

1:30 P.M.— Board meeting, Ocean 
Terrace Room 

Monday, July 11 

8:30 A.M.— Ladies breakfast, Crown 
Room 

9:00 A.M.— 12:00 Noon - Exhibits 


open, registration contin- 
ues 
):00 A.M.— Ladies meeting, 
Terra eS Room 
2:30 P.M.— Luncheon, Crown Room. 
Speaker: Rep. Wright 


Patman. 


Ocean 


2:30 P.M.— Manufacturer’s Division 
presentation Speaker: 
James B. Kobak of J. K. 
Lasse r Co 


6:30 P.M 


Poolside steak fry. 


8:30 P.M. Skit, “Biff Bender Makes 
a Buck,” by members of 
Southern California OM- 
DA, Cireus Room. 
Tuesday, July 12 


8:30 A.M. — Ladies breakfast, 
Room. 
9:00 A.M.— 12:00 Noon Exhibits 


open, registration contin- 


Crown 


ues, display of winning 

advertising awards and 
idea board 

1:00 A.M.— Ladies assemble for boat 
trip to Kona Kai Club, 
leave at 11:30 a.m. 

2:30 P.M.— Luncheon, Crown Room. 


1:30 P.M. — Business session, nomina- 


tions, election, reports. 

2:15 P.M.— Advertising panel with 
V. L. Kennedy, San Jose, 
Calif., and Thomas Faust, 
San Jose, Calif. 

4:00 P.M.— New board meets, Ocean 
Terrace Room. 

6:30 P.M.— 10:30 P.M. — Exhibits 
open 

Wednesday, July 13 


8:30 A.M.— Breakfast and workshop 
for presidents and vice 
presidents of all locals, 
Crown Room. 

9:00 A.M.— 12:00 Noon — Exhibits 
open. 

12:30 P.M.—Luncheon in Crown 
Room, presentation of 
prizes and awards. 

2:30 P.M.— Automation panel with 
Walter Lennartson, Chi- 
cago. 

7:00 P.M.— Annual banquet in Crown 
Room, followed by enter- 
tainment and dancing in 
Circus Room. 








...Machine Dealers 
10-13 


Meet July 


umn bookkeeping machine, the 
“Class 160” with an 18-inch car- 
riage. Other new offerings will be 
a Model 51EN Validating adding 
machine, a special built motel ma- 
chine and a money order adding 
machine. 

Nord Photocopy & Business 
Equipment Corp., Booth 9. 

North American Philips Co.., 
Booths 34-35, will introduce a new 
model of the Norelco dictating 
machine. 

Olivetti Corporation of America, 
Booths 15-16. 

Pacific Instruments Corp., Booth 
57, will show its recently per- 
fected Stenocord Magnetic Belt 
which is numbered for easy filing 
and can be folded, creased, mailed 
and reused hundreds of times with- 
out loss of fidelity. Also featured 
will be the one-button control of 
the Stenocord dictating machine. 

Paillard, Inc., Booth 41. 

Remington Rand Div., Sperry 
Rand Corp., Booths 30-32, will 
show two portables, the newest 
Quiet-Riter Eleven and the Travel- 
Riter. 

Regna 


Cash Inc.., 


Registers, 





Rep. Wright Patman, veteran congress- 
man from Texas, will speak at NOMDA's 
opening luncheon. 
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Marble-based 
desk set provided by 
Alfred Foxcroft, 
NOMDA president is 
one of many troph- 
ies and prizes which 
will be awarded at 
July 12 luncheon. 


Booths 49-50. 

Rex-Rotary Distributing Corp., 
Booths 39-40, will exhibit its new 
FotoRex Typesetter and the Rex- 





V. L. Kennedy, office machine dealer at 
San Jose, Calif., will head the panel 
discussion on dealer advertising pro- 
grams. 
A-Copy photo copying equipment. 
The typesetter, priced at $139.50, 
makes photo composition available 
to even the small and 
sized operators. 
Royal McBee Corp., Booth 8. 
Rulshields, Booth 71. 
Shipman-Ward Mfg. Co., Booth 


y 
27. 


medium 


Smith-Corona Marchant, Inc., 
Booths 23-26, will display its full 
line of portables, adding machines, 
cash registers and the new Electra 
12. The latter is a full-featured 
electric typewriter that weighs only 
18 pounds, yet can handle 95 per- 
cent of office require- 
ments. 

Speed-O-Print Corp., Booth 33. 

Swift Business Machines Corp., 


average 


Reena, 





: high’ alas nigictes” 4 asta aie ee 


Booth 54. 

Thomas Service, Booth 51. 

Tiffany Stand Co., Booth 36. 

Victory Adding Machine Co, 
Booth 47, will present machines 
from its economy Champion line, 
including the Add-N-Mark which 
turns a standard unit into a mark- 
ing machine. Also on display will 
be the Victor Cash Register X-6, 
combining true cash register and 
adding machine features and sell- 
ing for $149. 

Victoria Arduino Corp., Booth 
2, will show two new portable type- 
writers, a 1960 Parva model which 
is compact and flat while selling 
for $42.50 including tax, and the 
Alba/4 portable, a special model 
designed for juniors which costs 
dealers $32. 

Ward Grenner Co., Booth 52. 

Ennis Business Forms, Ine. 


Booth 7. 


James B. Kobak, an authority on ac- 
counting procedures who created 
NOMDA's Profit Primer, will speak to 
dealers. He is a partner in J. K. Lasser 
& Co. 
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As office supplies and equipment become more com- 
plex, it is important that our salesmen become con- 


sultants who bring technical know-how and operational 
know-how together to solve paperwork problems. 


Salesmen or Merchandising Consultant? 
By Gordou B. Cross, Ph. D. 


Consulting Editor 


trend toward making the salesman a merchan- 
A dising consultant is spreading to all areas of busi- 
ness. Food salesmen are studying new and exotic 
ways of using and preparing food. Paint salesmen 
are becoming more and more competent to give ad- 
vice in interior decorating. Salesmen of industrial 
machinery are required to have a background in in- 
dustrial engineering. This is a trend which cannot 
be ignored by the salesmen and sales managers in 
our own industry. 

Is the salesman who was perfectly competent to 
sell the office machines and equipment of ten years 
ago fully capable of understanding the optimum use 
of the more intricate equipment we handle today? 
Will he be able to keep up with the field while inno- 
vations continue to appear in an _ ever-increasing 
tempo? 

An office equipment buyer buys the utility of a 
machine rather than the machine itself. The poten- 
tial uses for today’s new item of equipment are 
often obscure to the prospective purchaser. Indeed 
they may not be entirely clear to the manufacturer. 
This is probably the first time in history that the 
capabilities of machines are advancing more rapidly 
than businessmen can find uses for them. 

The salesman who has spent years in mastering 
the techniques of prospecting for customers is now 
in a position where he must prospect for uses of the 
products he has to sell. This “usage prospecting” 
is more demanding of the salesman in that it re- 
quires that he know more about the capabilities of 
his devices than ever before. Even more important, 
he must know the nature of his customers’ business 
activities and the needs for special equipment that 
arise in those businesses. 

If we follow this line of thought, it becomes ap- 
parent that the conventional type of training for 
salesmanship must be combined with training of 
merchandising consultants. 

This kind of training has several facets. First 
of all, there is the technical knowledge of office ma- 
chines systems and equipment which a person must 
have if he is to cope successfully with problems of 
applications and capacities. It may be that an im- 
portant reason why dealers are being bypassed by 
the manufacturers of some newer and more intricate 
devices is the need for specialization and technical 
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knowledge on the part of the salesman. 

Buyers must be able to place confidence in the 
representatives of their suppliers in all cases, but the 
importance of this confidence is multiplied many 
times when the more expensive items are involved. 
Manufacturers spend many months training §sales- 
men for technical products. It is unfortunate that 
we are unable to give this kind of attention to the 
technical training of our salesmen. We must, how- 
ever, recognize the need to increase our technical 
knowledge. 

Closely allied with this is the need for salesmen 
to acquire a much greater knowledge of their cus- 
tomers’ operations. A consultant of any kind brings 
technical know-how and operational know-how to- 
gether to solve problems. It is in the area of such 
problem solving that we can achieve our greatest 
sales advances in the future. 

These thoughts lead to the conclusion that sales- 
men must learn all they can about new methods of 
office management, new systems and_ procedures, 
and new operating techniques. 

We can see in all this the evolution of a new type 
of salesman. The popular conceptions of human re- 
lations may start to weaken in favor of technical 
know-how as the major factor in persuasive sales 
promotion. 

It seems that all phases of business and industrial 
life are being plagued today because of obsolescence 
in personnel. Engineers become obsolete unless they 
are continually retrained. Research men even lose 
ground because of their inability to keep up with new 
developments, while they are immersed in specific 
studies. We, too, may be coming face-to-face with 
this shortcoming in our salesmen. If so, we must 
re-examine our approach to training and put emphasis 
on technical and procedural knowledge, as well as 
on techniques of selling. 

Salesmen will not become merchandising consul- 
tants simply by changing their titles. They will have 
to take an attitude which will make them determined 
to become valuable consultants in fact. The greatest 
sales volumes are probably produced as by-products 
of helpfulness to the customers. A new dimension 
has been- added to the principle of knowing your 
customer. The new dimension is merchandising and 
operational know-how combined with the desire to 
be truly helpful. 





Color wheels of pencils, giant pencils fashioned out of cardboard tubing, sketches by a pro- 
fessional artist and a series of containers holding clusters of pencils were integrated into an 
open “‘see-through’’ window display as part of the Pencil Week promotion at Skyline Office 
Supply. 
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Displays in two corner windows on the theme, “‘All Your Life You Will Use a Pencil,” were 
used by Mrs. Rubye Davis at W. J. Noonan Co., Lima, Ohio, to win a second place award. 
Mannequins were used to dramatize the use of pencils and giant sized pencils in vivid colors 
were suspended in mid air. 
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young couple who opened a 
A stationery and office supply 
business 18 months ago in Salt 
Lake City, Utah, won first prize 
in the 1960 Pencil Week contest. 

Lawrence and Marilyn Brown, 
both just past 30 years of age, 
won a 10-day paid vacation in 
Spain for their comprehensive pro- 
motion and display of pencils in 
the annual competition sponsored 
during Pencil Week by the Lead 
Pencil Manufacturers Assn. They 
operate Skyline Office Supply at 
21 West Broadway in Salt Lake 
City. 

In a report to Clyde T. Nissen, 
executive vice president of the 
pencil manufacturers association, 
Mr. Brown disclosed that, besides 
a trip to Spain, his store had 
achieved substantial new business 
during Pencil Week. 

“We were happy,” he said, “to 
send a check for $3,500 to a sup- 
plier to pay for the additional 
pencils we sold during our promo- 
tion.” The job was not easy, he 
reported, although his wife, Mari- 
lyn, said planning and participat- 
ing in the event was “stimulating, 
exciting and just plain fun.” A 
total of 410 man hours went into 
their promotion. Pencil Week, they 
concluded, proved to be “the most 
effective means of merchandising 
we have employed since starting 
our business.” 

As a traffic builder, the promo- 
tion proved an unparalleled suc- 
cess for the Salt Lake City store. 
Nine out of ten people who came 
into the store to get a free pencil 
offered in the promotion had never 
been in the store before. 

Pencil Week at Skyline was 
keyed to a three-section display in 
the principal street windows. Us- 
ing ideas suggested in the free pro- 
motion kit and adding ideas of 
their own, the Browns and their 
store manager and staff developed 
a promotion that included: 

@ An in-store display of colored 
pencils and colored telephones, 
adapted to the theme that “pen- 
cils and telephones go together.” 

@ Counter displays built around 
Pencil Week posters, photographs 
and pennants, showing pencils in 
various containers and imaginative 


Caddies. 


MODERN STATIONER, JULY, 1960 





































@ Fran 
attached 
ety of pe 
tory. 

@As 
ciled dia 
by a Pon 
for Penci 
of an hi: 

@® Mer 
ners of a 
distribut 
trants. 

@ An 
vitations 
counts, ] 
tions. \ 
end trip 
Nevada. 

@® Ra 
newspap 
about pr 
out the 

®@ Do 





In a dis; 
la., spel 
serted in 
included 


MODERN 








ply 
salt 
“ize 


Wh, 
Piet 


TO- 
in 
red 
pad 
ley 
at 


ike 


en, 
the 
on, 
les 
iad 
ess 


“to 
up- 
nal 
no- 

he 
iri- 
at- 
ng, 


nto 


1¢ey 
ost 
ing 


ing 











A total of 410 man hours went into the many-sided promo- 


tion of pencils that won first prize in national competition 


Pencil Week Winners 
Tell How They Did It 
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@ Framed cards to which were 
attached one each of every vari- 
ety of pencil in the Skyline inven- 
tory. 

@ A special display of a pen- 
ciled diary, written 100 years ago 
by a Pony Express rider, obtained 
for Pencil Week from the archives 
of an historical society. 

@ Merchandise prizes to win- 
ners of a special contest involving 
distribution of free 
trants. 

@ An art competition, with in- 
vitations to enter going to 600 ac- 
counts, plus schools and organiza- 
tions. Winners received a _ week- 
end trip to a resort ranch in Elko, 
Nevada. 

® Radio and television spots, 
newspaper advertising and stories 
about pencils in the press through- 
out the state. 

® Donations of colored pencil 


pencils to en- 





Ina display space 25 feet long, the College Bookstore at Lafayette, 
la., spelled out “It's Pencil Week’ by using hundreds of pencils in- 
Related in-store merchandising 


Serted into a bank of green sawdust. 
included a guessing contest. 
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sets to a local children’s hospital. 

@ Free pencils to 250 waitresses 
in three Salt Lake City restau- 
rants serving 120,000 people dur- 
ing Pencil Week. Waitresses wore 
lapel cards saluting Pencil Week 
and indirectly promoting Skyline’s 
participation in it. 

®@ Free 
tion attendants who thus became 
good will ambassadors for the store 
and for the Pencil Week 
promotion. 

@ Pencil Week poster displays 
around the city, arranged by Mr. 
and Mrs. Brown in negotiations 
with merchants. 


pencils to service sta- 


store’s 


The winners have not been able 
to complete arrangements for their 
overseas vacation because they are 
as yet too exalted to contend with 
details, to plan for the care of their 
five children and to make prepara- 


tions for running the business 


Ik 
in iii 
— wid MUA 


water, Okla. 


A 15-minute performance was presented 
window of J. L. Crossman of the B & C Office Supply Co., Still- 
A professional entertainer in the role of a clown 


They will 
get a luxury flight from New York 
to Madrid and return via Liberia 
Air Lines of Spain, with additional 


while they are away. 


side trips, hotel accommodations 
and meals. 
Mr. Brown got his first job 

a stationery while he was 
still in his teens. After 15 years, 
he launched his own business and, 
in a year and a half, has achieved 
remarkable 


store 


success. 


Four second-prize winners who 
receive cameras are J. L. Cross- 
man, B & G Office Supply, Still- 
water, Okla.; Lindsey G. Durham, 


College Bookstore, Lafayette, La.; 
Harold W. Clopp, H. W. Clopp 
Office Equipment & Supply, Tren- 
ton, N.J.; and Mrs. Rubye Davis, 
W. J. Noonan Co., Lima, Ohio. 
Awards of merit won by a 
number of other participating 
stores. 


were 





several times daily in the 


danced with an angular life-sized doll called “‘Miss Pencil Week.” 
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HOW POLICIES ON 
MACHINES AND FURNITURE 
COMPARE 
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Have Standardization Policies on Machines 
58% 


Have Standardization Policies on Furniture 
51% 


Have Formal Replacement Policies on Machines 

a 32% 

Have Formal Remincoment Policies on Furniture 
38% 


A survey of your customers — more than 
1,500 of them — reveals trends in office 
equipment rental, standardization, replace- 
ment, depreciation and maintenance policies 


Recognizing the great influence 

company policies or practices 
can have on the over-all expendi- 
ture for office machines and fur- 
niture, the National Office Man- 
agement Assn. recently conducted 
a survey on this phase of the op- 
eration. 

More than 1,500 companies or 
organizations in Canada and the 
United States participated in the 
survey. Replies came from every 
tvpe and size office. Two-thirds 
of the respondents had fewer than 
100 office employees, and about 
10 percent had more than 500 of- 
fice employees. 

Major aspects covered included 
equipment rental, standardization, 
replacement, depreciation, and 
maintenance policies and practices 
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related miscellaneous 
data. The purpose was to provide 
office managers with a basis for 
evaluating their own practices and 
discovering areas in which econ- 
omies might be effected. The same 
information will be of interest to 
office equipment dealers. 

Let’s examine the factors in- 
volved and the action being taken 
by the survey respondents. 

Until recent years, few com- 
panies gave much thought to rent- 
ing machines and furniture for the 
office. Ownership was considered 
a sign of prestige and good man- 
agement. However, with the in- 
troduction of the more costly types 
of equipment such as electronic 
computers, the idea of renting, or 
leasing, equipment has been gain- 


as well as 


Have Formal Depreciation Policies on Machines 


Have Formal Depreciation Policies on Furniture 
ao a mma mRneReRmamamRRR 


84% 





Consumer Policies 
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ing in favor in many offices. 

Under certain circumstances, a 
policy of renting equipment has 
many advantages. The capital 
saved by not purchasing the equip- 
ment or by postponing the time 
of purchase can be used for more 
profitable investments. For some 
companies the cost of purchasing 
certain types of equipment is pro- 
hibitive. When equipment is 
needed for only a short period of 
time—such as meeting peak work 
loads or taking care of a tempo- 
rary or special project—renting is 
often less costly than purchasing. 
And, to a lesser degree, renting 
equipment sometimes encourages 
the use of up-to-date equipment 
that may be more efficient than 
older types. 

In the survey, 20 percent (or 
303 companies) of the 1,514 re- 
spondents say they rent office ma- 
chines. When the machines are 
considered individually, of course, 
this percentage varies. Calculators 
are mentioned most frequently. 
This type of equipment is followed 
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in frequency of mention, descend- 
ing order, by adding machines, 
manual typewriters, and electric 
typewriters. Copying, 
and duplicating 


dictating, 
equipment are 


listed less frequently. 
Why do these companies rent 
office machines? Most of the re- 


percent (or 160 
companies) —say they rent ma- 
chines for temporary jobs or for 
special projects. Other reasons giv- 
en and the percentage of responses 
are: (1) to relieve peak work loads 
—30; to conserve working capital 
—l7: to “try out” the machine— 
7: and to obtain tax advantages—6. 

Among the 80 percent of the re- 
spondents that do not rent office 
machines, the reason given by the 


spondents — 53 


on Machines and Furniture 





machines can 
ferred from 
and can be 


be readily trans- 
one job to another 
transferred without 
loss in operator efficiency. More- 
over, the operating efficiency of 
the machines is known, and repairs 
are facilitated since the parts are 
interchangeable. 

In the survey, 58 percent of the 
respondents indicate they have a 
program of standardization on 
their office machines. As with the 
policy on renting, this percentage 
varies when individual types of 
machines are considered. Electric 
typewriters lead the list of ma- 
which the standardiza- 
tion policy applies—66 percent of 
These machines 
are followed in order of frequency 


chines on 


the respondents. 


two years,” “quarterly,” and 
“every five years.” 
Apparently not all the com- 


panies that standardize on office 
machines follow a_ similar policy 
on furniture, for while the percent- 
age that have this policy in effect 
on machines is 58, the percentage 
that have it on furniture is 51. 
Among the companies that do 
standardize on furniture, the poli- 
cy is applied primarily to chairs, 
desks, and file cabinets; to a lesser 
Basis for setting 
the standard, in descending order 
of frequency of mention, is type 
of material (wood or steel), color, 
manufacturer, style, and size or 
capacity. 


degree, on safes. 


Reasons given by the 
respondents for standardizing on 
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majority is that they have suffi- 
cient equipment to handle peak 
work loads. Other reasons given 
include: “contrary to company 
policy,” “more expensive to rent,” 
and “have no temporary work 
loads.” 

By contrast with the 20 percent 
of the respondents that rent office 
machines, the percentage that rent 
office furniture is surprising—only 
2 (or 30 companies). The respond- 
ents that rent furniture say they 
follow this policy when in need of 
furniture for temporary job assign- 
ments or when in need of working 
capital. Those that do not rent 
furniture give these reasons: “have 
sufficient equipment even during 
peak work periods;” “renting is 
contrary to company policy;” 
“renting is more expensive than 
buying;” and “company has no 
temporary work loads.” 

One policy that is often recom- 
mended for some situations is to 
standardize on makes and models 
of equipment being purchased. 
Under this policy, for example, 
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of mention by adding machines 
(57 percent), manual typewriters 
(49 percent), dictating equipment 
(47 percent), calculators (44 per- 
cent), transcribing equipment (38 
percent), duplicating equipment 
(19 percent), and copying equip- 
ment (16 percent). 

On what these com- 
panies standardize on machines? 
More than one reason is mentioned. 


basis do 


Predominating is “preference for 
a particular manufacturer.” Less 
frequently mentioned is type of 
machine—such as 10-key adding 
machines and manual typewriters. 
This one is followed by machine 
capacity—such as 10-bank calcu- 
lators or machines using 11-inch 
by 17-inch paper. The reasons the 
respondents give for standardizing 
on machines are listed separately. 

Of the respondents that have a 
machine standardization program 
in effect, 71 percent review the 
standards on a “when required” 
18.5 percent review the 
standards on an annual basis. Men- 
tioned less frequently are “every 


basis; 


furniture, again in descending or- 
der in frequency of mention, are 
improved appearance; interchange- 
ability for departmental use; size 
and portability advantages; reduec- 
tion of costs; im- 
proved morale of employees (since 
problems such as who gets the bet- 
ter desk or chair are eliminated): 
and conservation of space. 

As with the companies that 
standardize on machines, the ma- 
jority that standardize on furni- 


maintenance 


ture review the standards on a 
“when required” basis. Other 
periods mentioned but less fre- 


quently are “annually,” “every two 
years,” “every five 
“quarterly.” 

Since the length of time a ma- 
chine continues to function effi- 
ciently varies and since improve- 
ments are constantly being made 
in the designs, the manager is fre- 
quently faced with the problem of 


years,” and 


(Note: This information, from a report 
by Charles E. Ginder, staff director of 
NOMA’s Technical Division, is reproduced 
with the permission of the National Office 
Management Assn.) 
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deciding when to replace a machine 
with a new one, whether the new 
one is the same model or one that 
has different capabilities. 

In the survey, 32 percent of the 
respondents say they have a for- 
mal machine replacement policy. 
Where such a policy exists, it is 
applied primarily to manual and 
electric typewriters. In deseend- 
ing order of frequency of mention, 
adding machines and calculators 
follow, with dictating, transcribing, 
duplicating, and copying equip- 
ment being mentioned much less 
frequently. 

The age at which the machines 
are replaced ranges from 3 to more 
than 10 years. Majority of the 
companies with a formal policy, 
however, replace the office ma- 
chines when they are worn out or 
when they require excessive re- 
pairs. 

The percentage of companies 
that have a formal replacement 
policy on furniture is larger than 
the percentage having such _ poli- 
cies on machines—38 percent on 
furniture as compared with 32 per- 
cent on machines. Again, the age 
at which the furniture is replaced 
varies widely among the com- 
panies, but the majority replace 
the furniture when it is worn out 
or obsolete. 

In the section of the survey on 
depreciation of office equipment, 
about 84 percent of the respond- 
ents indicate they have deprecia- 
tion policies. While many varia- 
tions appear within these policies, 
two depreciating schedules do pre- 
dominate. 

The first—and most popular— 
schedule is to depreciate the ma- 
chines on the basis of the average 
life of all the machines. Number 
of years most frequently given is 
10. This policy is followed in de- 
scending frequency of mention by 
5, more than 10, and 8 years. The 
second depreciation schedule is 
that of depreciating the machines 
on the basis of the average life 
according to the type of machine. 
When this schedule is used, the 
number of years mentioned most 
frequently by far in the survey is 
10 years. For adding machines and 
‘alculators, and for dictating 
transcribing, and duplicating 
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equipment, the respondents list 10 
years; for manual and _ electric 
typewriters and for copying equip- 
ment, 5 years. 

More than percent of the 
companies use the same deprecia- 
tion schedule for both the admin- 
istrative and the plane offices. 

Types of depreciation methods 
used by the respondents and the 
percentage of replies are: straight 
line — 51; declining balance — 19; 
sum of the digits —6; sum of the 
digits plus declining balance 
other methods 

When a machine is fully depre- 
ciated, 50 percent of the survey re- 
spondents say they do not carry 
the item on the books at salvage 
value. About 30 percent do show 
a salvage value. (Remaining per- 
centage of the respondents did not 
answer this question.) 

As for office furniture, about 80 
percent of the respondents have 
a depreciation policy. Of this 
group, 71 percent have a deprecia- 
tion schedule based on the aver- 
age life for all furniture, while the 
remainder use of schedule that is 
based on the type of furniture. 

As was true in the depreciation 
of office machines, the straight- 
line method is used for furniture 
by more than half the respondents. 
Remainder use the declining bal- 
ance, or sum of the 
combination 
method. 

When the furniture is fully de- 
preciated, 31 percent of the re- 
spondents carry the item on the 
books at salvage value, while the 
remainder do not. 
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In response to the survey ques 
tions on machine maintenance, $7 
percent of the respondents say 
their companies carry service 
agreements. Interesting to note 
here is that in a survey on ma 
chine maintenance made in 1958, 
the percentage of respondents that 
indicated having service agree. 
ments was 73—14 points below 
the percentage in the current sur. 
vey. 

While many of the service 
agreements in the current survey 
apply to all types of equipment, 
others apply to only certain types. 
By type of machine, the percent- 
age of service agreements in force 
ranges from 31 for copying equip- 
ment to 77 for electric typewriters. 
For eight types of machines listed 
specifically in the survey, the per- 
centage of respondents indicating 
having such agreements are: 
Electric Typewriters ................ 77% 
Adding Machines 75% 
ON eee 75% 


Manual Typewriters —............. 50% 
Dictating Equipment 42% 


Duplicating Equipment .......... 42% 
Transcribing Equipment .......... 40% 
Copying Equipment ................ 31% 

About 67 percent of the re 
spondents in the survey give as 
their reason for having service 
contracts “preventive mainte- 
nance.” Other reasons given in de- 
scending order of frequency of 
mention are: “machines operate 
better when under contract” and 
“service agreements save money.” 
As for the respondents that do 
not have service agreements, the 
reason most frequently given is 
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that the number of service calls 
likely to be needed do not justify 
yse of a service agreement. 

In addition to giving informa- 
tion On Company practices regard- 
ing rental, standardization, — re- 
placement, depreciation, and main- 
tenance policies on office machines, 
the survey revealed related 
which included: 


data 


1. About 61 percent of the com- 
panies use key-driven adding ma- 
chines and calculating machines. 
Most of these machines are used 
for payroll. This use is followed 
in frequency of mention, descend- 
ing order, by accounts receivable, 
billing and general ledger and, 
much less frequently, by inventory 
control, timekeeping, purchasing, 
statistics, and cost production pur- 
poses. 

2. The 10-key adding machines 
are favored over the full-keyboard 
machines by a substantial margin. 
Predominant reason given for this 
preference is speed of operation. 
Operator preference, ease of opera- 
tion, and reduced operator train- 
ing fall next in line, in descending 
order of frequency of mention. 

3. When buying chairs, more 
than 80 percent of the companies 
surveyed specify posture-type 
chairs. 

In conclusion, the low  percent- 
age of respondents that rent office 
machines and furniture indicates 
that the policy of most companies 
surveyed must be to purchase, 
rather than to rent, equipment 
for office use. Perhaps because 
of habit, prestige of ownership, or 
other factors, many companies may 
be overlooking some of the advan- 
lages of renting. 

Since less than 60 percent of the 
survey companies have a formal 
policy on standardization of ma- 
chines and furniture and less than 
40 percent have a formal policy 
on replacement, possibly a num- 
ber of the companies surveyed may 
be spending more money on office 
equipment than is necessary. That 
i, the proportion of companies 
having formal policies on these two 
factors appears to be much lower 
than the results of having such 
policies would seem to justify. As- 
sumed here is that generally speak- 
ing a formal policy tends to re- 
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duce the number of hit-or-miss de- 
cisions that can lead to higher op- 
erating costs and tends to encour- 
age more 


extensive long-range 


planning that can lead to lower 


operating costs. 

Worthy of note is that the sur- 
vey companies with formal poli- 
cies tend to be consistent—formal 
policies exist, for the 


most part, 


for both machines and furniture 
and not for one group alone. The 
main exception to this trend con- 
cerns renting—20 percent rent ma- 
chines, but 
furniture. 
seem to 


only 2 percent 

Results of the survey 
indicate a need for re- 
examining the policies and_prac- 
tices that are in effect when equip- 
ping an office. 


rent 
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WHY COMPANIES STANDARDIZE ON OFFICE EQUIPMENT 


Reason Given 


MACHINES 


Interchangeability for departmental use 


Simplification of service 
Ease of operation 

Reduction in training factors 
Operator preference 


Reduction of maintenance costs 
Improved attention from supplier 
I 


Improved appearance 


Increased trade-in value 


Size and portability advantages 


FURNITURE 


Improved appearance 


Interchangeability for departmental use 


Size advantages 


Reduction of 


and quality of furniture 
Conservation of 
Other reasons 


space 


*Among the 1,514 companies surveyed, 5S percent standardize on 
machines, and 51 percent standardize on furniture. 


**Less than 1 percent. 


WHEN COMPANIES RENEW 


Time Interval 


When required 
Annually 

Every two years 
Quarterly 

Every five years 
Other 


*Less than 1 percent 
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maintenance costs 
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Percentage of 


Replies* 


THEIR STANDARDS 
Replies in Percent 
Machines 
71% 
18.5 15 


o” 


Furniture 
716% 


100% 
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Progress Reported On 
Eastern, Western Shows 

Interest and enthusiasm remain high as 
plans progress for the fourth annual East- 
ern Commercial Stationery Show in New 
York this fall and for the Western Sta- 
tionery and Office Equipment Exhibit 
which makes its debut at Los Angeles 
early in 1961. 

Mannie Klein and John Fisk of the 
Eastern show committee reported recently 
that only a dozen exhibit spaces remained 
unsold. The show is scheduled for Oct. 
15-18 at the New York Trade Show Build- 
ing. A campaign is planned now to boost 
the already high dealer registration figure 
of close to 4,000 at the last show. 

The Hotel Biltmore, scene of the West- 
ern show Feb. 24-26, 1961, has exposition 
space to accommodate 350 individual ex- 
hibits. “Already there is assurance of a 
major group of exhibitors,” says W. Neill 
Stewart, Jr.. NSOEA president. “At dis- 
trict meetings in Santa Barbara, Reno and 
Spokane, I found dealers and manufactur- 
ers intensely interested in a show geared 
to the requirements of this specific regional 
market.” 

Western convention chairman is Dean 
Despie, president of E. P. Wilmer, Inc., 
Los Angeles. Working with him are four 
California dealers, George Cornell, Kenneth 
M. Brown, L. E. Bank and Vern Vallet, 
and George Hatten of the Eaton Paper 
Co., Los Angeles. 


Window Streamers Offered 
For Letter Writing Week 

More than 200,000 window streamers will 
be distributed to promote the 23rd annual 
National Letter Writing Week, Oct. 2 to 8 
The sponsor is the Paper Stationery and 
Tablet Manufacturers Assn. 

The two-color streamer will feature this 
year’s slogan, “Letters are Links to Friend- 
ship.” About 100,000 streamers will be dis- 
played in post offices. The remaining 
streamers, together with publicity and pro- 
motion material, will be distributed to 
book, college, department, drug, stationery, 
and variety stores. 

For the third consecutive year, an exten- 
sive public relations campaign to promote 
personal correspondence will be conducted 
by Ruder & Finn Inc., New York City. 
Proclamations calling attention to the 1960 
Letter Writing Week, will be issued by the 
Postmaster General, governors, and mayors 

Retailers can obtain window streamers 
and other materials from the Paper Sta- 
tionery and Tablet Manufacturers Assn., 
444 Madison Ave., New York City, or 
from any of its 32 members. 


30 





666 6eCOCeOOO* 





POCO OOOEDE EOE EEOOOEOSOOOEOOEOOOE OL OOEEE 


People and Events % 





PRESSTIME NEWS 


The 13th annual convention and exhibit of the National Office Furniture Assn. 
will be held at the New York Coliseum from February 22 through 26, 1961. A 
survey of former exhibitors indicated a preference for New York City and plans 
for a 1961 show in St. Louis have been dropped. The Offureps Clup of New York, 
an organization made up of manufacturers’ representatives, voted to cancel their 
1961 show and cooperate with NOFA in promoting the Coliseum exhibit. Chairmen 
of the February event include Jonn S. Marsuauuy of the John A. Marshall Co., 
Kansas City, ond Seymour L. Natuan of Ives Distributors, New York. 


_ * * * 


A new plea that Congress put typewriter imports on the dutiable list was re- 
ported to be aimed primarily at shutting off the flow of typewriters into the United 
States from Iron Curtain nations. This appeal by a Smith-Corona spokesman be- 
fore the House Ways and Means Committee came after the U. S. Tariff Commis- 
sion refused to recommend any change in the duty free status of imported type- 
writers. 

The Tariff Commission, in reporting its decision on the earlier appeal, said 
imports did not constitute a threat to domestic manufacturers. Portables account 
for 80 percent of the imports. The leading foreign suppliers of typewriters to the 
United States and their share of the American market were said to be: West 
Germany, 9.1 percent; The Netherlands, 6.9 percent; Italy, 3.5 percent; and 
Switzerland, 3 percent. 


* * * * 


Recent deaths: Sigmunv H. Encexserc, 75, Eagle Pencil sales veteran who re- 
tired in 1957 after 48 years with the company; Joun E. Hester, 56, salesman and 
territorial manager in the Southeast for American Crayon Co. since 1927; A. H. 
Parker, 72, secretary ofE. R. Hitchcock Co., New Britain, Conn., Printers and 
stationers; Water B. Vree_anp, 32, owner of H & M Typewriter Co., Denver; 
BayLess BuckLey Wess, Sr., founder and co-partner of Texas Office Furniture 
Co., Dallas. 

* * * 7 

Newly clected president of The Stationery and Office Equipment Guild of 
Canada is Jack Cioxe, Cloke & Son Ltd., Hamilton, Ont. Serving with him are 
first vice president, Jean Ayortte, P. V .Ayotte Ltd., Trois Rivieres, Quebec; and 
second vice president, Ross Imrir, Eagle Pencil Co. of Canada Ltd., Toronto. 

* * * > 

Everett Waddey Co., after doing business in makeshift quarters for about a 
year, recently moved back to its old building at 1105 East Main St. in Richmond, 
Va. A remodeling job costing about $225,000 has been completed. . .. Tom Murrin 
& Associates, executive office designers in Los Angeles, have moved to new quarters 
at 13746 Burbank Boulevard, Van Nuys, Calif. . . . Hinkle’s Book Store, Winston 
Salem, N. C., recently purchased a 20,000 square foot warehouse. 


. * * * 


Stationers will benefit from reduced less-than-truckload (LTL) classification 
ratings on certain types of loose leaf binders or covers, on loose leaf book fillers 
with printed headings or margins, and on pads, tablets or blank books, with 
printed headings or margins, with or without covers. Effective June 7, a class 70 
LTL rating for binders and class 60 for fillers and pads were to be published in the 
National Motor Freight Classifications. The freight rate reductions range from 
10 to 17 percent. First announcement came from Bohman Industrial Traffic Con- 
sultants on behalf of the Loose Leaf and Blank Book Manufacturers Assn. 


* * * + 


The 118-page NSOEA Sales Manager's Handbook, which was introduced at 
seminars sponsored by the Association, is now available to those who were unable 
to enroll at the seminars. The price is $10 for NSOEA members, $15 for non- 
members. Further information is available from NSOEA, 740 Investment Building, 
Washington5, D. C 
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Globe-Wernicke’s Fiberlite® reinforced fiber glass wastebasket won the 
blue ribbon at the recent Society of Plastic Industries Conference.* But then, Fiberlite 
gets awards every day for the way it performs on the job. In business offices and 
Mme Mi Millio Malla Melis me lolelalelti MaslslolaipMmoliloMmallelel tel 





durability have won the ‘Secretary Approved” seal. This is consumer satisfaction, the 
“award’’ that means the most to you and your sales. Get that extra sale from every customer— 
sell the Fiberlite wastebasket that is a blue ribbon winner every time because of its attractive appearance, 


ease of cleaning, and life-time durability. *15th Annual Conference, Reinforced Plastics Division, Society of Plastic Industries 


SECRETARY APPROVED Streamliner® SECRETARY APPROVED Every Day® File SECRETARY APPROVED Fanfold Gummed 
Desk Tray . . . largest ... Organizes desk work; systematizes Folder Labels . . . popular 
selling work flow follow-up. . for file folders and every 
dispatcher. en . Pa labeling need. 
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CLIP & MAIL TODAY for free catalog with full information on 


the complete line of Globe-Wernicke office accessories, Dept. DM-7 


ICKE 


company 
THE GLOBE-WERNICKE CO. rs 
NORWOOD, CINCINNATI 12, OHIO 
Remember ... success depends on the strength of your line 
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World‘s largest variety of children’s 
card games all in one display — 


now with 


eo “¢up-MOVIE™ backs 
w™~ stun onty 2IC 


Ed-U-Cards Mfg. Corp. 









13-05 44th Ave., Long Island City 1, N. Y 
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Caldwell Harper Named 
NSOEA Vice Chairman 

H. Caldwell Harper, president of Harper 
Bros., Inc., of Greenville, S. C 
branches in five cities of the state, has 


; Operating 


been elected by the 
execulive committee 
as vice-chairman of 
the Distributors’ 
Division of the Na- 
tional Stationery 
and Office Equip- 
ment Assn. He was 
also made a mem- 
ber of the executive 
committee 

a Mr. Harper suc- 
H. C. Harper ceeds J. Howard 
Patrick of San Francisco, who has been 
elevated to the post of chairman of the 
division. Mr. Patrick moved up to fill the 
vacancy caused by the resignation of Rob- 
ert Sanford, of Sanford-Hall, Inc., Jack- 
sonville, Fla. 

The new NSOEA vice-chairman heads 
the company founded by his brother, J. B 
Harper, with branches in Spartanburg, An- 
derson, Greenwood and Rock Hill. He also 
heads its industrial division, Industrial Of- 
fice Supplies, Inc. 

He is past Governor of NSOEA District 


4, encompassing six southeastern states, an: 








PLYMOUTH RUBBER COMPANY, INC. 


Since 1896 


a past president of the American Business 
Club. He has served as vice-president and 
director of the Greenville Chamber of 
Commerce. 

Mr. Harper, now 47, joined the Green. 
ville firm upon graduation from school iy 
Anderson in 1930. Mrs. Harper is the for. 
mer Miss Elizabeth Stone of Greenville 
Their son, Antony C., 24 is a recent gradu. 
ate of the University of Georgia and is as- 
sociated with the firm’s branch store jn 
Spartanburg. 


Regulations Reviewed 
In Distribution Manual 

“Guides in Free and Fair Competition” 
is the title of a new 45-page manual written 
especially for manufacturers, wholesalers 
and retailers in the stationery products in- 
lustry. 

The analysis of anti-trust regulations and 
trade practices is designed to help elimin- 
ate destructive practices and confusion over 
A study of alterna- 
tive distribution policies is included and 
one section takes up Federal Trade Com- 
mission rules. 


anti-trust definitions 


The material was prepared by Donald 





S. Frey, secretary and legal counsel of the 
Wholesale Stationers Assn. Copies may be 
purchased for $5 from the WSA Office, 
1609 Sherman Ave. (308), Evanston, Ill 
Members of WSA are entitled to one free 
‘Opy. 








PACKAGED TO SELL... 


Sold only through 
recognized wholesalers 
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SELLS FOR 
ONLY DOLLARS? 


... looks like twenty 
in its new case! 











































“Justrite” Notary and 
Corporation No. 1 
Pocket Seal ..........$8.00 
Dealer Discount 40% 








All “Justrite” products are sold exclusively 
through dealers, never direct to consumer. 


Ever notice how tenderly a jeweler places a handsome new case of London Tan vinyl 
watch on a beautiful black velvet pad to display (moisture and scuff resistant) to preserve the 
it? Or how attractive is the container of even gleaming chrome finish of the seal indefinitely. 


a modest perfume? All your “Justrite” Pocket Seals now come in 


Showmanship? Psychology? Whatever it is, this handsome presentation case . . . another 
people like it . . . like to see good merchandise reason to concentrate your Seal orders with 
treated with respect ... and they'll like to see “Justrite.” And don’t forget our “same day 
their official corporate or notary seal in its service” on all orders. 





5 reasons to concentrate your orders with “Justrite”’ 
1. Same Day Service. 2. A Fair Profit for Use convenient coupon to obtain FREE “Justrite” catalog 
You. 3. No Direct Selling by “Justrite.” | 


4. Engraved Letters (instead of punched) | 

for Maximum Sharpness, Uniform Spacing. LOUIS MELIND CO. I 

5. Handsome Presentation Case with every 3524 NORTH CLARK STREET, CHICAGO 13 OO cnc ininicmt 
Pocket Seal. 


ss 





YES, please send us your FREE “Justrite” catalog. 





Ask for our FREE 86 page catalog of “Justrite’ Seals, Rubber 
Stamps, Daters, Numberers, Time Stamps, Pads and Supplies. 
All merchandise sold exclusively through dealers. 


LOUIS MELIND CO. 


Founded 1893 Telephone GR 7-4200 
3524 NORTH CLARK STREET © CHICAGO 13 
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ON THE SPOT 


ACTUAL SIZE 





EMBOSSED LABELS 
in seconds by anyone ! 









7% 


RAISED LETTER high-contrast labels made just 
where you need them right in the palm oi your 
hand .. . dial your letters and gently press 
the handle, that’s all! On a wide variety of 
colored vinyl tapes with a pressure-sensitive 
adhesive backing that you can use anywhere— 
indoors or out. Selected metal tapes, too! 
Exclusively DYMO engineered. 
Sold through DYMO 
distributors everywhere: — 
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FREE! 


Samples and literature. 
Write TODAY! 
Address: DEPT. MS-7 
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J.LIN-OWAC 
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Close to 100 Air Force wives took part in an ‘Etiquette Forum’ spon- 
sored by White & Wyckoff Manufacturing Co. to gather information 
from consumers on what women want in writing paper. These 
“‘writingest women in the world’’ were told by Edward P. White, 
above, president, that it was the first time a manufacturer in his 
industry came face-to-face with so many of his customers. The pan- 
elists also viewed products and filled out elaborate questionnaires, 
below, dealing with correspondence, invitations, use of stationery 
and paper party goods. 


13 Dealers, Salesmen 
Complete C-H Training 


Thirteen distributors and salesmen were graduated recently 
from a three-day Columbia-Hallowell training course in the design, 
manufacture and use of office furniture and steel shelving. 

Graduates are Don Dahlgreen and Arnold Johnson, Jamestown 
Business Equipment Co., Jamestown, N. Y.; Paul Matthews, 
James T. Vernay & Sons Co., Baltimore; Thomas Griley, Gunder- 
son Office Supply, Louisville; John Schaefer and Herman Orloff, 
Marx Stationery & Printing Co., Philadelphia; Stephen Thigpen, 
Thigpen’s, Montgomery, Ala.; William Barden, The Coughlin 
Company, Watertown, N. Y.; Richard Higgins, Keystone Statio 
nery Co., Camden, N. J.; Robert McNaughton and Robert Grillo, 
Desks, Inc., New York City; Rohe Winchell, The White Supply 
Co., Waterbury, Conn.; and Joseph Rogers, Beaux Office Interiors 
Inc., Long Island City, N. Y. 
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Manufacturers Announce 
New Plants, Acquisitions 


Hallmark Cards, Inc., plans to build a new plant in Thompson- 
ville, Conn., to house the firm’s eastern distributing activities. 

The Amer Print Co., 34-year specialists in manufacturing leather 
pencil sets and personalized pencils, has become a division of 
Eagle Pencil Co. 

The Mosler Safe Co. has signed a 21-year lease for the entire 
18th floor and part of two other floors including a main floor 
showroom in the new International Telephone and Telegraph 
building at $320 Park Ave., New York, to serve as its international 
headquarters. 

A “new look” in social stationery and a new concept in show- 
room merchandising were unveiled simultaneously by White & 
Wyckoff in Suite 904-6, 225 Fifth Ave., New York. The show- 
room suggests display ideas which visiting buyers can adopt for 
their own use. The company is also modernizing and doubling the 
production capacity of its plant at Holyoke, Mass. 

Jens Risom Design has signed a 10-year lease to show in the 
new Atlanta Decorative Arts Center, beginning August 1. In 
charge of the showroom will be Arthur J. Strauss. 

Comptometer Corp. has announced the purchase of the assets 
and business of the Tex-N-Set Div. of Dudley Hodgkins Co., Ar- 
lington, Texas. 

A. G. Mayer, Inc., maker of vinyl cases and portfolios, has 
relocated and enlarged its plant. The new address is 882 Third 
Ave., Brooklyn 32, N. Y. 

Bolind, Inc., maker of personalized labels, has moved to 3180 
Walnut, Boulder, Colo. 


Dealer Study Planned 


Burroughs Corporation has announced that it will conduct a 
thorough examination of marketing programs for the corporation’s 
6500 independent dealers in the United States and Canada. The 
project is the first of several special marketing studies. Fred E. 
Rudman, retired executive of Burroughs’ Todd Company Division, 
has accepted the position of special assistant to the marketing 
executive group of the corporation, and will direct the studies. 


NOFA Members Receive 
Uniform Accounting System 


A new service to NOFA members is a Uniform System of Ac- 
counting for Office Furniture Stores. A copy has been mailed to 
all NOFA dealer and manufacturer members. Designed by David 
Himmelblau & Co., Certified Public Accountants of Chicago, the 
system has been developed with an understanding of furniture in- 
dustry. The same firm audits NOFA books. 

Use of this accounting system will assist the dealer and manu- 
facturer to obtain a better picture of business operations. This is 
the first in a series of NOFA booklets to help members do a better 
job of establishing controls and make a reasonable profit. 


Board of Trade Plans 
85th Anniversary Party 


The Stationers & Publishers Board of Trade will celebrate the 
8th anniversary of its founding, on Friday evening. October 21, 
_ with a reception and dinner at Hotel Biltmore, New York 

ity. 

The evening festivities will be preceeded by a Forum which 
will include discussions on selling, distribution and financial man- 
agement, in the afternoon. Entertainment and dancing will follow 
the dinner. 

All Management and sales personnel associated with manu- 
facturers and distributors of stationery, office equipment and fur- 
niture and allied lines are invited to participate. Further details 
may be obtained from Ed Kallmann, Executive Vice President, 
at 200 Fifth Ave., New York 10, N. Y. 
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meet your NEWEST 


Sales & Profit Maker! 


Model X-100 


for sheets up to 9” by any 
length. 


Retails g gs! 
profitably at 


SELL 
Photo Master 


Can You Zualify For 


A PROFITABLE PHOTO-MASTER TERRITORY ? 
Se a 


FORMFOTO Manufacturing Company 
3713 Milwaukee Ave., Chicago 41, Illinois 


RUSH ME DETAILS ON EXCITING INTRODUCTORY OFFER 
NAME 





ADDRESS 





ZONE STATE 





CITY 
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NSOEA Regional Meetings 
Cover Broad Variety 
Of Industry Problems 

Both the loftiest goals of the industry 
as a whole and the smallest problems of 
the smallest dealer are receiving attention 
at the 1960 regional meetings of the Na- 
tional Stationery and Office Equipment 
Assn. 

The goal set before dealers by W. Neill 
Stewart, Jr., NSOEA president, is that we 


powerful partner of American business and 
be recognized by American business as oc- 
cupying that position.” He urged an end 
to complacency, a recognition of the need 
for greater knowledge and better manage- 
ment, a willingness to think big to measure 
up to the jet age 


“Our industry’s dangers from without,” 
he said, “such as automation and the 
architect, are serious only if our defenses 


are down and we fail to cope with dangers 
from within.” 


Bruce Adams, vice president, manufac- 


“become worthy of being the wise and 








a 
¥ Brings you the most 
"| Ne GSWay complete line of 


QUALITY CHESS SETS 






















each set is an outstanding value in its price class 
... rewards you with fast turnover, 
good mark-up and real profits! 


KINGSWAY FLORENTINE CHESS SETS 


Every piece is a thing of beauty...a joy forever! Each 
chessman is an authentic reproduction of the original 
hand carved Florentine chessmen created by 11th and 
12th century craftsmen. All are redesigned and so per- 
fectly matched that they are even more beautiful than 
the original figures, Each set in attractive eye-buy-appeal 
packaging. 


FLORENTINE STUDENTS SET 
* Model No. 99, retail $3.98 
* King Height 31 inches 

* All Pieces Weighted, Felted 


FLORENTINE DELUXE SET 
* Model No. 102, retail $9.25 
* King Height 4% inches 
* All Pieces Weighted, Felted 


MAGNETIC CHESS & 

CHECKER SET 

* Mode! No. 73-M, retail $7.00 
* King Height 134 inches 

* Florentine Design 

* All Pieces Weighted. Felted 


FLORENTINE CROWN SET 

* Model No. 101, retail $7.25 
* King Height 4%, inches 

* All Pieces Weighted, Felted 


FLORENTINE IMPERIAL 
SPECIAL SET 

* Model No. 103-S, retail $13.00 
* King Height 41%, inches 

* All Pieces Weighted, Felted 


FLORENTINE MAGNETIC 
CHESS SET 

* Model No. 71-M, retail $5.00 
* King Height 13/, inches 

* All Pieces Weighted, Felted 


STAUNTON CHESS SETS 
each chessman is weighted and felted 
STAUNTON JUNIOR SET 


e Model No. W-1, retail $2.00 
® King Height 27/4, inches 


VARSITY TOURNAMENT 
CHESS SET 

* model No. 400, retail $15.00 
e King Height 5'/. inches 

* Staunton design 

* Embossed package 


KINGSWAY CHECKER SET 

* Model No. 50, retail $2.00 

e Actual Crown ‘'King- 
Mokers"’ Insert on Each Piece 


STAUNTON CHESS SPECIAL PACK 
* Model No. 5, retail $3.50 


STAUNTON CHESS & 

CHECKER SET 

e Model No. 6, retail $4.00 

e 4-Compartment Leatherette 
Box with both chess & 
checkers 










KINGSWAY REVOLVING 
POKER RACKS 
(without chips) 
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® Model No. 201, retail $2.98 


e King Height 2%/, inches 


turers, is moderator for one of the best 













KINGSWAY Features A Complete Line of CHESS 
& CHECKER PLAYING BOARDS and TABLES retail 
$3.00 to $30.00. 





849 W. Washington St., Chicago 7, III 


Phone: SEeley 8-0117 
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received segments of this year’s program 
a person-to-person panel with panelists 
varying from region to region. The dis 
cussion covers a number of sore spots ip 
dealer-wholesaler-manufacturer relations 







Fifth district change of command involves, 
left to right, Henry Chesick, The Century 
Press, New Castle, Ind., retiring president; 
Jack Burke, Office Equipment Co., Louisville, 
Ky., mew governor; and Thor Marsh, Marsh 
Office Supply, Inc., Ypsilanti, Mich, vice 
governor. 


Family portrait of Oregon Trail Traveler of- 
ficers includes John W. Burns, president- 
elect; A. R. (Bud) Dockstader, secretary; 
William W. Gagnon, retiring president; 8. 
G. Lindstedt, treasurer; and Virgil W. Mes 
kel, vice president. 





New governor of District 14, elected at San- 
ta Barbara, is George Cornell. His smiling 
companion is Burt Henderson, retiring gov- 
ernor of the Southern California district. 


Should a supplier bill the dual distributor 
as a retailer and then rebate for any 
wholesale function performed? Is a manv- 
facturer justified in selling direct if a dealer 
doesn’t follow up leads from national ads’ 
Should a supplier stop sending goods to an 
overdue account “when the dealer won't 
tell us what’s wrong?” And how about 
(Continued on page 38) 
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Are you getting 
your share of 
10,000,000 
rospects ? 


This is the number of readers of national consumer 
magazines who are being told by Bostitch to buy at 
your store. 

Bostitch B-line advertising and promotion is de- 
signed to bring more customers into your store. In 
each advertisement we say, “buy at your stationer’s.” 

So, make it easy for yourself and your customers— 


Profits are better and faster with 
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and better for your profits—by tying in with these 
national campaigns through the window-display and 
point-of-sale materials available FREE from Bostitch. 


Just call your Bostitch representative and see how 
easy it is to increase your store’s traffic and earnings 
with the most complete line of quality staplers and 
staples on the market today. 


BOSTITCH 


STAPLERS AND STAPLES 


927 BRIGGS DRIVE, EAST GREENWICH, RHODE ISLAND 
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(Continued from page 36) 


lead time on price changes, minimum or- 
ders, cash discounts and cooperative ad- 
vertising? 

Two seminars conducted by Homer Lay 
and Michael Sanyour (or Paul Ignatius) of 
Harbridge House provide dealers with a 
detailed discussion of better ways to man- 
age money and personnel. Charles Mor- 


tensen, general manager of the association, 





oe: 


New officers of District 11 


in this huddle 
are W. R. Sutton of Yakima, Wash., first 
lieutenant governor; Larry Moore of Salem, 


Ore., mew governor; and Peter Elsenbach, 
Portland, Ore., second lieutenant governor. 
Harper Jamison, not pictured, of McMinn- 
ville, 


Ore., continues as treasurer. 





to ind remove 
Jon Seca gi 
og pe ae = page. 


THE REYBURN MANUFACTURING CO., INC 


16th & INDIANA AVE., PHILADELPHIA, PA. «x 


WAREHOUSES: 4048 POLK STREET, 
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Rosolio, Georgia; W. J. Lawing, North 
Carolina; W. L. Cook, Tennessee; and Jack 
H. Kline, Florida. Next year the Fabulous 
Fourth will meet April 14-15 in Atlanta 
District 5 — Registration of 272 at 
French Lick, Ind., represented an increase 
of 10 percent over the previous year. Of- 
ficers are Jack Burke of Louisville, gover. 
nor; Thor Marsh of Ypsilanti, Mich., vice 
governor; and Doris Dalton of Huntington, 
W. Va., re-elected secretary-treasurer. Lieu- 
tenant governors are Jim Morgan for West 
Virginia, Joe Howard for Michigan, Paul 
Steinhardt for Indiana, Ed Eriksen for Ohio 





The retiring governor of District 12, William 
E. Morris, left, congratulates his successor, 
Kenneth N. Brown. (Photo courtesy Pacific 
Stationer). 


shows how NSOEA serves as the eyes and 
ears of the industry with a dollars-and- 
cents, color slide evaluation of association 
services. 

The final meetings in the annual series 
of 14 are being held during June and July. 

District 4 — Joe N. Rosolio of Thomas- 
ville, Ga., succeeds James M. Smith, Sr., 
ol St 





Petersburg, as governor Douglas 
Russen, Zac Smith Stationery, Birmingham, 


is the new 


W. Neill 
plaque to Bill Goss of Spokane, a retiring 
governor. 


Stewart, Jr., president, presents 


vice governor. Lieutenant gov- 
ernors include James Stagg, Alabama; Fred 


(Continued on page 40) 








Have you told your Customers 


Hoy te Save "CO XIVEE ana 


Retailers are finding Reyburn’s time-saving specialties 


shown here are real ‘‘Sales-Sizzlers."" These items are self- 
selling when prominently displayed, and are universally 
used by businessmen, students and practically everyone 
Get your share of the sales and profits 






cate 


ROYERSFORD, PA. 


CHICAGO, ILLINOIS * 901 W. VICKERY BLVD., FORT WORTH, TEXAS 
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NEW PCr DEALERS 
BURROUGHS CHECKWRITERS 


Series T-200 (9 models) Series 70 (8 models) 


COMPLETE SELECTION, COMPLETE PROTECTION IN 17 MONEY-MAKING MODELS! 


From Burroughs’ Todd Company Division, GO-year check-protection leader, comes another big 
addition to the Burroughs dealer line. Now, whatever your customer demands in the way of a 
checkwriter, you can supply it—from the solid efficiency of the series 7O available for voucher 
type or regular checks, to the maximum control, protection, and economy of the series T-200. 
FOR EXAMPLE, THE T-254 MODEL WILL DATE, AMOUNT AND SIGN IN ONE OPERATION. 
And every one is Burroughs quality throughout, warranted to cover customer operation losses. 
Get the details on these new additions to the Burroughs dealer line today. Learn how they'll equal 
the performance. of their sales-spurring contemporaries, Burroughs adding machines and cash 
registers, M & V carbons and ribbons. Your Burroughs Dealer Representative can give you all the 
facts. Or write Dealer Sales Department, Burroughs Corporation, Detroit 32, Michigan.  Burroughs—tm 


wor 
2 


The Sign of ‘ " Q 
an Cuntanding = Burroughs Corporation 
eater ry e 


far 


See us at the NOMDA Convention, Coronado, California, July 10-13, Booths 17 and 18 
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WITH 


TK TRITE enverores: 





Zenith Bank Pass Book Envelopes 


Newest member to Justrite's large family 
of standard and specialty envelope prod- 
ucts is the Zenith Bank Pass Book Envelope 
Line. These envelopes are ideally con- 
structed for holding deposit and withdrawal 
pass books used by all your customers in 
the banking, savings and loan, and credit 


fields. 


Ruggedly built with only one side seam in 
the back these envelopes provide valuable 
space on both sides for bank name and 
advertising messages. 


Justrite offers the Zenith Line in 12 stand- 
ard sizes, six grades of paper stocks, and 
five attractive colors . . . a complete line 
to increase your sales and please your 
customers. 


Your Justrite Sales Plan 


Well illustrated catalogs with complete 
pricing information . . . easy-to-present 
sample kits . . . one source of supply for 
a full line of envelopes — these services 
are features of your Justrite Sales Plan 
which provides you with an effective sales 
and profit building program. 


Write for Zenith Line samples and Price 
List 7-85, 





Three Modern JUSTRITE Factories 


SSNS 


Justhao 






300 East Fourth Street « 


523 Stewart Avenue, S.W . 


NORTHERN STATES ENVELOPE CO. 


Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 


Atlanta, Georgia 


NATIONAL JUSTRITE ENVELOPE CoO. 
Sold hor resale oxly 


2220 West Beaver Street « 
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and Emil Raque for Kentucky. Traveler officers are Edwin Nort- 
ham, president; Harry Howard, vice president; John Crawford, 
secretary; and Bill Brass, treasurer. The 1961 Fifth region mmeet- 
ing will be April 29-30 at the Brown Hotel, Louisville. 

District 8 — R. H. Bricker, Norfolk, Neb., is new governor 
of the eighth region and James J. O’Brien, Jr., of Tulsa heads the 
Midwest Travelers. 

District 11 — Larry Moore, Commercial Bookstore, Salem, 


Ore., succeeds Bill Goss as governor. The 1961 meeting will be 
May 18-20 at Gearhart, Ore. 
District 12 — Kenneth N. Brown of Santa Rosa succeeds Wil- 


The 
new lieutenant governor is Paul Forgey, Santa Cruz. Officers of 
the 49er Travelers Club are Augie Erickson, president; Roy Lang- 


liam Morris as governor of the Northern California region 


ley, vice president; Harry Shook, secretary; Andy Grant, executive 
secretary-treasurer; and Robert Heath and Everett L. Dickinson, 
members of the executive committee. 

District 14 — George Cornell of Chula Vista succeeds Burt 
Henderson as governor of the Southern California region. 


2” Se 





oS ee ‘ade oe ——— 
Dealers study the ‘human side"’ of the business with Homer Lay, 
NSOEA manager, in seminar on personnel management. 





Person-to-person panels fielded touchy questions from the floor at 


this year's regional meetings. Panelists at the Region 4 session 
are, left to right, John Horn, Eberhard Faber; Caldwell Harper, 
Greenville, S. C., dealer; Mort Chute, wholesale stationer; Charles 
Hucke, manufacturers’ representative and NSOEA field division vice 
president and Bill Fletcher, Carter's Ink Co. 


Buyer Wins TV Set 

A portable TV set was presented to Kenneth Laumann, sta- 
tionery buyer of Schuster’s, Milwaukee, during the New York 
Stationery Show by the Lane Plastic Playing Card Co. of Les 


Angeles. The drawing was held at the George S. Heineman 
exhibit. 
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In Can 
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money FAST 


PLETE REGNA LINE 


egisters - adding machines - safes 


Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 
P-R-O-F-I-T-S! 


Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. , 


‘ort 
‘ord, 
1eel- 
















rnor 
the 


lem, 
| be 


Wil- 
The 
s of 
ang- 
itive 
son, 


3urt 
Write today for informative literature. 










Move fast 
_ it’s profitable! 










{t’s low-priced! It’s profitable! 
Mail the coupon—Mail it today— 


Mail it NOW! 
safes of unusually , REGNA CASH REGISTERS, INC. ~~ | 
unique design, are 1 175 Fifth Avenue, New York 10, N. Y. r 
covering the globe } sition : 
with tremendous } ~~ i 
: sales success. Several 1% Please rush more information on the ry 
— sizes and models 4 complete Line of REGNA Cash Registers, i 
we available. } REGNA Adding Machines, JOELI Fire-proof | 
vies 1 Safes, and outline advantages of becoming an i 
. independent REGNA-JOELI Dealer. : 
. io starsiedeetdcslaag site tase hedcticbieeseas aun seca ae ! 
sta- I ‘ Oe icc fl 
“ark n Canada: Regna Cash Registers of Canada, Ltd. 1 P 
“y 704 Notre Dame St. W., Montreal, Que. ; Oo ooo otis adnes us chases gia eases eee 1 
nan OUTSIDE CONTINENTAL U. S:: ad is iciesuiissennis eacacladgaae aa t 


960 
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another FIRST with 


FASTER SERVICE 
for YOU, the dealer... 








...0N custom snap forms! 


You no longer need be confused by complex 
ORDER FORMS, PRICE SHEETS and QUOTATION 
RESPONSIBILITIES—plus the LONG WAIT for 
confirmation ! 


ROGERSNAP now services dealers with NEW 
EXCLUSIVE “RUSH-UP 24-HOUR QUOTE 
SERVICE” . . . and we pay the AIR POSTAGE 
both ways! Write NOW for your special RUSH-UP 
kit and stickers. 


If you aren’t already a ROGERSNAP represent- 
ative, ask for our dealer plan on how YOU can 
make more money easier with FASTER service 
to your customers. 


OGERSNA 


BUSINESS FORMS 


P.O. BOX 10425 





- = - for more details circle 141 on last page 





| 


( 


| 


i STP 
DALLAS 7, TEXAS | fl” 





MEW ORGOUCTS . 2. 2. 2 0 0 eo 0 6 et 


(Continued from page 16) 


Bookkeeping Machine 9 
One of five new machines Ng 
tional Cash Register Co. will ex. 
hibit at the NOMDA show ig, 
14 column bookkeeping machine 
the “Class 160.” The “160” has 
an 18 inch carriage in this model 
and is designed for accounts, me 
ceivable, accounts receivable dis 
tribution, and payroll. 





Dictating Machine 10 


\ new budgelt-priced tape dictat- 
ing machine by Edison Voicewriter 
Division of MeceGraw-Edison Co. is 
called “Envoy” and features an ex- 
clusive built-in indexing system that 
makes word and phrase finding easy 
for both dictator 
Controls are 
talk-listen 
the microphone. 


and transcriber. 
few and simple, with 
functions controlled at 
Equipped with a 90-minute tape, the Envoy 
has controls for fast forward and fast “back.” It weighs less tha 
nine pounds. The new unit uses lightweight spools that are easy 
to carry and inexpensive to mail. “Envoy” retails for $219. 
plus tax. 


Portable Calculating Machine V 


The Curta Company at the 
NOMDA show will feature its newly 
improved model No. 2 Curta Caleu- 


lator. The new model has a color 
coded keyboard, larger numerals, 
new grey finish and red warning 


flash when machine is in_ subtrae- 


lion, 


Portable Tape Recorder 12 


\ new transistorized miniature 
portable tape recorder no larger 
Bho 
pounds, operates on regular pen 
light batteries and has up to 32 


than a camera weighs 


recording 
One switch 
does everything—off, stop, play- 
back, List 
price is $97.50 with leather case, 
recording microphone, ear listen- ; ; 
ing device, telephone microphone for recording telephone conver 
sations, and a 90-day warrantee. Distributor and dealer dis 
tribution is sought by Universal International Sales Corp., 34 
Avenue N., Seattle 9, Wash. 


minutes playing or 


time on each tape. 


rewind, and record. 


Fairview 


Photocopier 13 


ES) Savin Business Machine Corp. 


New York, has introduced the Savin 
“99”, a photocopier with a list price 
of $99.50, an automatic developet 
change eliminates the handling of 
liquid. The unit produces up to 2 
copies from the same negative and 
copies any 9” wide original in any 
length. The Savin “99” uses Gevaert 
photocopy paper and supplies. Deakr inquiries are invited. 


. + 
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There's gold in 


this new glitter! 









New, Improved 






wi Awtdvny I ling (\ithithi\ny I), Krk Inv hin /I) hnhivinlutllyp 
iy 


Payne pagan aL YEP LEN pay eguAlyt 


Drawing Tubes 





HANDIEST, HOTTEST-SELLING 
DECORATING TOOL EVER INVENTED! 


Flows like toothpaste! Sticks to anything! Dries in bells, party hats, leather items, lunch boxes, everything! 
minutes! Won’t separate! There’s never been anything Twelve sparkling colors, three popular sizes, blister 
like Glitter Magic—world’s finest glitter and adhesive packed, revolving racks, and merchandising deals 
in one tube! On paper, it’s a totally new art form... available. See why Glitter Magic is sales magic for 
on fabric, it looks, feels and lasts like raised embroidery. stationery departments everywhere—SEND COUPON 
Personalizes greeting cards . . . decorates Christmas TODAY! 


12 SCINTILLATING COLORS 


Pink, Lt.Green, Copper, Baby Blue, Lavender, 
Black, Red, Blue, Green, Gold, Silver, Multi 
wel pe SAS ee COLORFUL SELF-SERVICE 
Three fast-selling sizes, 


blister packed. Available COUNTER DISPLAY 


for rack, peg board or #210—Contains 6 dozen 
bin display. medium tubes in assorted 
Medium Tubes Retail 29c colors. Pack 1 display to 
Large Tubes Retail 49c carton. Prepriced 29¢ — 
Jumbo Tubes Retail $1.25 3 tubes for 79c. 

3-Unit Pack Retail 79c guufsad See 


PERMANENT METAL 
REVOLVING RACK 
IN 4 STYLES 


You'll be refilling it 









O. E. LINCK CO., INC., CLIFTON, NEW JERSEY 


Please rush catalogs, price lists and complete 
merchandising information on Glitter Magic. 


fast with colorful blis- CS EL Se A ERTS PER Sa AE ee 
ter packs of medium St 

29c tubes, large 49c dg giana aaa Hiei 

tubes or 3-unit pack a 
at 79c. RE ee ee rere Zone State 








0. E. LINCK CO., INC., CLIFTON, N. J. 
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ee 
a Shelf Filing Supplies 14 
Fae ce New materials available from Am- 
ie won berg File and Index Co. include side- 


> 
i 
| tabbed folders and side-tabbed guides 





The heavy weight manila folders are 
stocked with full cut tabs 8 inches wide 
with rounder corners ready for tabbing 
in any desired postion. The 25-point 
grey pressboard guides feature a double- 
window, black nictal tab at an easy to 
read 45 degree angle. The tab can be 
used with standard alphabetical and numerical inserts. The guides 
are available with or without metal hooks, which can be positioned 
on the back of the guide to fit the shelf design. 





Ream Cutter 


ae 






a 
ity 


Index Inserts 


16 

A new Premier Ream Cutter be- 
ing offered by Martin-Yale, Ine, 
has a new center supported guide 
(back stop) that travels on a 
ground and polished shaft. This new 
method of gauging the paper is said 
to provide greater accuracy, effi- 
ciency and paper rigidity with far 
less strain and fatigue. Paper up to 
2 inches thick by 18 inches wide is 
cut cleanly, accurately and quickly, 
The unit sells for $249.95. A heavy 
duty stand is also available at $29.95 





Ink Remover 

Alvin introduces an ink removei 
that completely removes ink. The 
modern formula, X-A Ink Remover, 


5 


Index tab inserts in’ continuous 
strips which are made in regular or 
pin-feed styles have been announced 
by the G. J. Aigner Co. In regular 
form, these continuous strips enable 


is designed to thoroughly eradicate 


all traces of [ndia ink, regular ink, vee ” 
pencil and ball point drawings, RU-REAOVER -~” 
stamp pad ink, carbon. Specially a> = 
formulated for use on all types of Sa, 
tracing papers, vellums, cloths and TAs= ssl’ 
‘ : ‘ ~ 
plastic mediums, it will not warp Se al cae | 
tracing paper nor damage plastic is 


i 
it 


foil. The quick-drying formula comes 
in durable plastic container, with 
handy needle spout cover to reta'l 
at $1.50. 


i 
] 





PRE-SET FOR | 


PERFECT PUNCHING 


ie, 


No adjustments, no gauges, 
nothing to mark — 

just insert paper 

and squeeze! Clix 

punches are permanently 
pre-set for proper center 
distances . . . save time 
and waste motion. 

Always accurate, 

jamproof, trouble-free. 


CLIX 

DOUBLE DUTY PUNCH 
MODEL 32 
List $5.75 




















PAPER 
PUNCHES 











are also available in: 





1-Hole Punches — Model 100X — List $.65 
2-Hole Punches — Model 2 — List $2.75 for 5”—12” sheets 
3-Hole Punches — Model 3 — List $3.75 
7-Hole Punches — Model 7 — List $7.50 





See your Wholesaler or write to 


NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 
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non-stop manual typing 


titles, saving time by 


frequent handling of shorter insert 
strips in and out of the typewriter. 


In pin-feed form, the 


of insert 
eliminating 


continuous 4 
strip is punched for feeding into automated printing equipment 








where insert titles are automatically printed from punched cards. 
\ continuous strip of over 200 regular form inserts will be in- 
cluded in all 100-per-box packages of Ready-Cut Shield Tabs on 


future orders at no increase in price. 


For users who buy index 


tabbing in larger quantities, continuous strip inserts can be pur- 


chased separately, in either form. 

















NEW 


Made 


Write for 





security copy holder 


20 gauge cold 


rolled steel in four attractive 
colors. 9%” high, 7s” wide, 
5” deep. 
down but can be set up in 
a few seconds. 


Shipped knocked 


Full Information 


The Weis Manufacturing Co., Dept. A 
Monroe, Michigan 


Office Filing Equipment - Filing Supplies 
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The Esterbrook New “101” Renew Point Fountain Pen 
... developed and designed for the student consumer 
market. Just what students wanted. A different type of 
cartridge pen. This pen carries 2 cartridges in the barrel— 


one to write with ... the other as a spare . . . so there’s 
no need to run out of ink. Price? A mere $1.95. 





This Esterbrook Spare-Cartridge Pen is completely 
new! In this new low-priced pen, you'll find the famous 
Esterbrook styling... that Esterbrook “extra-special” 
writing ability . . . plus choice of 32 different pen points. 
The new Esterbrook “101” comes in five popular pen 
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colors...red, green, blue, grey and black. Available in 
squeeze-fill fountain pen, too! 

This year, the new Esterbrook “101” is bound to be 
elected *1 fountain pen in popularity and profits! Join 
the Bandwagon . . . stock up and roll on to greater profits. 

Esterbrook — makers of a complete line of pens for 
students from $1.95 to $3.95. 


Esterbrook Sons 


CAMDEN 1, NEW JERSEY 
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Displaying bronze plaque and certificates of merit at Waldorf-Astoria 
awards banquet are, left to right, Perry A. Waldner of D. Waldner 
Co., Mineola, N. Y., brand name retailer-of-the-year in the stationery 
and office equipment category; Gilda Upchurch, office manager of 
Bartlesville Stationery Co., Bartlesville, Okla.; Howard W. Boise, Jr., 
of Howard W. Boise, Inc., Plainfield, N. J.; Richard Owen, advertis- 
ing manager of Horder's Stationery Stores, Inc., Chicago; and Byron 
Johnson, of Byron Johnson's, Kankakee, III. 





Extinguished gentlemen Bill Kennedy and 
Bill Box of Box Cards, Inc., examine their 
new book, “Burn This,"’ which was intro- 
duced at the New York Stationery Show. 
It is a collection of their most successful 
studio cards, with an introduction by co- 
median Mort Sahl. 


° 








_— 
3 ee : =" ~~... 





aan \ — ~~ 
George F. Burns, vice president and general sales manager of the 
Smith-Corona Division, presents Elwyn L. Smith, president of Smith- 
Corona Marchant, Inc., with a silver bowl full of portable type- 
writer orders obtained during ‘‘President’s Day’’ promotion. Orders 
represent business obtained from approximately 700 new dealers 
signed up in a special ten-day drive. 


VIEWS 
of the 
NEWS 
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“We had a lot of fun,"’ says M. G. Scott, Scotts Stationers, Inc., Idaho Falls, Idaho, ‘making 
the “Office Characters’ in your April issue of MODERN STATIONER. While they were dis- 
played in our window, we had many comments from people who would make a special 
trip into our store to tell us what a ‘kick’ they got out of them. After we took them out of 
the window, we put them on display inside the store.” 
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A display tracing the evolution of writing instruments from the turn 
of the century to today brings together, left to right, Frederick H. 
Mueller, Secretary of Commerce; Congressman Fred Schwengel of 
lowa, C. R. Sheaffer, chairman of W. A. Sheaffer Pen Co.; and Ro- 
bert C. Watson, commissioner of patents. The pen display in Wash- 
ington was one of 16 used to illustrate advances stimulated by the 
patent system. 


MISS DONNA LYNN 


Sac Mapcacomt Pagreadt 





Miss Donna Lynn, ‘“‘Pen-Pal’’ for Micropoint, Inc., made her first 
personal appearance for the company at Leckey-Richards Pen Co. 
in San Francisco to Autograph pictures and give away samples. The 
one-time “‘playmate”’ in PLAYBOY magazine continues to make per- 
sonal appearances at West Coast stationery stores on behalf of 
Micropoint. 





Homer Lay, Bruce Adams and W. Neill Stewart, Jr., in wagon, of 
NSOEA’s Washington troupe were greeted this way by District 11 
and Oregon Trail Traveler officials when they arrived by DC-7 for 
the Spokane regional meeting. 
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THE — 

WORLD’S . 

FINEST _— 
AUTOMATIC ELECTRIC 
PENCIL SHARPENER! 


Here’s a sharpened tip for you that will 
make a very telling point: the ELECTRO 
POINTER is the biggest office efficiency 
innovation since automatic computing ma- 
chines. Try it for 30 days...and if you 
don’t agree, send it back...no charge... 


no obligation. 


STILE-CRAFT Manufacturer's, Ine. 
1825 Macklind St. Louis 10, Mo. 


Prove your point! Send me an ELECTRO POINTER for a 
30 Day Free Trial. Then bill me $32.95 plus taxes and 
shipping, if | decide to keep it. 


YOUR NAME 
FIRM NAME 


ADDRESS 


ee ee ae ee ee ee ee ee we ee me we ee ee oe 
° 
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a 
4 
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STILE-CRAFT 


MANUFACTURERS, INC. 





1825 MACKLIND © ST. LOUIS 10, MO. 
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Roneo 750——the world’s most advanced duplicator. 


Built for long runs at speeds to 180 copies per min- 


ute. Will produce printing press quality text and 


halftones. Sell the duplicator that is easy to dem- 


onstrate—it’s fully automatic and absolutely clean. 


Write ; “addo-x inc”, 300 Park Ave, New York 22, NY 


R°NES 
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NEW PRODUCTS .......-. 


New Type Cement 18 


A new type of adhesive, “99 
Cement, that forms a permanent 
bond with one coat and dries flat, 
has been placed on the market by 
Tri-Tix, Inc., Port Washington, Wis. 
Recommended for glueing paper, 
cloth, leather, felt, ribbon and other 
fabrics, “99” Cement does not soak 
through any material and dries flex- 
ible. While it has some of the 
qualities of rubber cement, it con- 
tains no rubber, and does not need 





“he ick -Seicks ©” 
“Permanent 


peat eet two coats for a permanent bond. 
oe It is guaranteed and insured not to 

stain paper, photos, blue prints, or 
any material. Due to its high solid content, “99” Cement is 
said to cover twice the area of rubber cement, yet it has the 
same quick-sticking, easy-cleaning advantages. It is offered in 
2 oz., 4 oz., and 8 oz. glass bottles with a brush in the cap, and 
in pint, quart and gallon tins. 


Plate-maker, Copier 19 

The newly developed Imperial 300, a combination offset plate 
maker and photocopy machine that does photocopy chores as well 
as producing positive paper offset plates will be shown at NOMDA 
by Nord Photocopy and Business Equipment Corp. The machine 
is a compact 55 pounds, measuring approximately 24” by 23” by 
12” width, length, height respectively and sells for $385. Nord’s 
Dry Handling Autoflow photocopying machine will also be fea- 
tured. 


Writing Paper Cabinets 

The “Autocrat” cabinet line of 
White & Wyckoff social stationery 
features a new look. To commemo- 
rate the coming diamond jubilee of 
the Autocrat brand name, White & 
Wyckoff has repackaged the vellum 
line in moire silver foil. Starting at 
$2.50 is the four-pack size which 
has 36 club single sheets and 24 
envelopes, 18 #5 baronial notes and envelopes, all in white. The 
wardrobe cabinet, retailing for $5, is the most elegant number in 
the line, containing a complete selection of writing papers for al- 
most every occasion—21 club single sheets and 14 envelopes, 8 
informal notes and envelopes, 8 #5 Baronial notes and envelopes, 
and 8 Italian fold notes and envelopes, all in white. 


Film Tracing Pencil 21 

A new pencil, created specifically 
for making tracings on _polyester- 
based film, has been developed by 
ihe Joseph Dixon Crucible Co. New- 
ly designed from tip to butt, it is 
called the FTR (for film tracing re- 
production). The lead is com- 
pounded of “totally new resins,” 
super-fine graphites and some plas- 
ticizers which block out light to 





- leave on copy prints drawings of 
black ink clarity. Dixon has designed the pencil to look like a 
precision instrument. It has a dark gray metallic finish of silver 
foil, and is produced in six degrees of lead hardness, coded from 
FTR 11 to 66. It is silver capped at one end. Each box, holding 
12 pencils, doubles as a desk tray of transparent acetate that con- 
tains a plastic plate which, taped to a desk, anchors the drafts- 
men’s pencils in position to keep them from rolling away. 
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G 712/2 





W 108/32 


1) Baby Record Books 

) Baby Gift & Shower Cards 
0 Hospital Books 

00 Photograph Albums 

(1) Scrapbooks 

[) Guest Books 

L) Wedding Books 

() Brides’ Books 

[] Brides’ Bibles 

Lj Gift List Books 
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MEMORY BOOKS 
AND PHOTO ALBUMS 


Up to 100% profit for you with 
best selling Gibson Memory 
Books and Photo Albums... 
available in a variety of styles, 
colors, prices. Each is hand- 
somely gift-boxed, too. 


Send for product bulletin or catalog today! Write Dept. ms.1;7 


*Subtitles printed on removable bands 


Publishers.since 1872 


al NORWALK, CONNECTICUT 


N.Y. Showroom: 225 Fifth Avenue 


The most complete line of Memory Books in the world. 


P 328/37 P 328/31 


0 
0 
0 
Oo 
0 
0 
O 
CO) 
CJ 
0 


Anniversary Books 
Musical Books 

Travel Books 

Diaries 

Shower Books 
Testimonial Books 
Teenage Books 

School Memory Books' 
Graduation Books 
Family Record Books 
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““BRIDGEPOINT’’ DIARY 


Interviews 





FRANCES MOLLIE 
FARMER and 
= MAURICE 
WFBM-TV FREEDMAN 
in on their 
Indianapolis 50 STATE 


TOUR 





9. NEW PRICE LIST! 


Over 75 items are listed in BRIDGEPOINT’s new 
Price List, issued May 15, 1960, which is available 
upon request. 

For those who like to make extra profits by buying 
in 3 dz. or 6 dz. quantities, special prices are offered 
for over 90% of the items. 


10. HISTORY OF PLAYING CARDS! 


Introduced in 1953, “BRIDGEPOINT” Playing 
Cards created by Maurice Freedman, incorporate 
the Ist change in the face of playing cards in over 
90 years—adding the “point count” values of “4, 
3, 2, 1” for contract bridge directly on to the high 
cards—Ace, King, Queen, Jack. 

Last change occurred around 1870 when “numerals” 
and “suit” symbols were added for poker players so 
they would not have to fan out their hand to count 
up the “spots”. 


11. WHY “BRIDGEPOINT”’ CARDS 
ARE POPULAR! 
1 


. “Visual Aid” feature — “one picture is worth 
1000 words!” — the mind does not have to do 
two mental operations simultaneously (“interpret” 
the values of the high cards and “add” them). 

2. Speeds bidding — it is easier to add something 
you can see. 

3. Promotes accuracy—less chance of making mis- 
takes in addition. 

4. Helps beginners, and teachers. 

. Children find effective in learning bridge—par- 
ents encourage. 

6. Older people find helpful, as memory not 
effective with the years. 

. “Side-by-Side” Bidding Summary enclosed in each 
box, pinpoints bidding. 

8. Excellent gifts. 


12. SUGGESTED SAMPLE ORDER: 


3 dz. sets “BRIDGEPOINT” Playing 


oe 


as 


~ 
‘ 


Cards .... : (2.25) $45.00 
3 dz. GOLDEN ELEGANCE Matches 

(Italy) ........ a (1.00) 20.25 
3 dz. ANIMATED Matches 

(Italy) (Exciting) (1.00) 20.25 
1 dz. FLOWERS & JEWELS Matches 

(Italy) (New) . (1.25) 9.00 
1 dz. MATCHES OF THE MONTH 


(Italy) (New) (1.00) 7.20 








BRIDGEPOINT PLAYING CARD CO. 


1089 St. Nicholas Ave New York 32, N.Y. SW 5-0790 
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NEW PRODUCTS ..... 2 e+ ee « » 


Check Sorting Rack 22 

To speed the sorting of checks, 
invoices and other similar material, 
Lit-Ning Products Co. has intro- 
duced a new Check and Bill Sort- 
~~ ing Rack available in standard colors 
of grey, tan, mist green and green. Model 7 CS (shown here) 
has seven compartments, weighs 642 pounds and measures 5” by 
24” by _ 





Three models vary in size and number of compart- 
ments. Other new accessories brought out this year by Lit-Ning 
are listed in a new catalog supplement. 


Portable File 23 

The Kay-Dee Co. has announced the 
Handi-Cari, an all-purpose carrying case 
and file for use in home, office, storage, 
travel and school. Made of heavy, 
oyster-colored corrugated board, the 
Handi-Cari is light weight and durable. It features a “Quik-Lok” 
metal locking device and handle for spill-proof storage and carry- 





ing. The folding handle permits easy stacking. Measurements are 
10” high, 12” long and 7” wide. Shipped flat, the Handi-Cari 
can easily be assembled by moistening one strip of gummed tape 
already attached. Triple-thick board on the bottom gives it 
strength for the heaviest loads. It sells at retail for $1; $1.19 
West Coast 


Catalog Case 24 

Leathercraft, Inc. is introducing a 
new model Sturdex Flat-Top Catalog 
Case that features a new “stay-open” 
device; special metal hinges (patent 
pending) that automatically “lock” the 
overfolding flaps in a wide-open position when the case is opened. 
Other features are two expanding side pockets for file cabinet 
efficiency plus spacious center compartment for catalogs, samples, 
other bulky “extras.” This new case is guaranteed for five years 
and is available in two sizes and two colors. 





Compass 25 

\ new compass has been intro- 
duced by The C-Thru Ruler Co. 
Designed for both general and pro- 


c-TH RU 


PROFESSIONAL 
fessional use, the are calibrations are COMPASS 
accurate and clear. The are pointer 
selects and sets radii up to 6 inches. 
Even when fully extended the com- 
pass point engages paper or board 
and will not enlarge the hole. Serew 
ussembly permits compass adjust- 
ments when needed. Day-Glo count- 
er display is furnished with each or- 
der. 





Poetic Greeting Cards 26 

Perennial Philosopher Cards by Relief Printing Corp., Boston, 
offer what may be a new trend in personal greeting cards. Well 
known poems, or portions of them, are reproduced on French fold 
cards completed in relief process on pastel bordered, deckle-edged 
stock. Other styles of the all occasion and Christmas cards carry 
the same poems on six dark shades of suede stock. The cards are 
packed 30 to a box with matching white envelopes to retail al 
$3.95. Messages are taken from Walt Whitman, Matthew Arnold, 
St. Francis, Emily Dickinson, William Wordsworth and the Bible. 
The line is promoted as being for the “discriminating, educated 
customer who is gradually rebelling against cheap, tawdry cards 


’ 


that commercialize the spirit of Christmas or any occasion, 
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with the Worresy back-to-school item in the book! 


FROM JUNE 1 TO AUGUST 15 
ON ORDERS FOR “THE EXPERTS’ DICTIONARY” YOU GET 


1 FREE for 10! 


Yes, for every 10 you order you get an extra bonus copy FREE 





OFFICIALLY 
APPROVED AT MORE THAN 
1000 COLLEGES AND UNIVERSITIES 


NEWEST! BIGGEST! 
More than 142,000 definitions + 1,760 pages 
More than 3,100 terms illustrated 


— NO WONDER IT HAS SUCH FAST TURNOVER! 
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cosT 


SELLING 
PRICE 


PROFIT 








10 
Get Il 


$40.50 


$74.25 


$33.75 





30 
Get 33 


$119.48 


$222.15 


$103.27 





60 
Get 66 


$234.90 


$445.50 


$210.60 








Get 110 


$384.75 


$742.50 





$357.75 




















1 FREE bonus copy for every 10 ordered. 


C] 10 at 40% discount 
CL) 30 at 41% discount 


Name____ 


Address___ 
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CL) 60 at 42% discount | 
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WEBSTER’S NEW 
| WORLD| DICTIONARY 


of the American Language 
COLLEGE EDITION 


———- MAIL THIS COUPON NOW-———-A 


THE WORLD PUBLISHING COMPANY, Dept. me 
2231 West 110th Street, Cleveland 2, Ohio 

Please ship the order of thumb-indexed Webster’s New World 

Dictionary, College Edition, checked below @ $6.75 a copy less 

discount indicated, it being understood that we are to receive 








os 


a a Legal Pad Holder 29 You 


The “Briefolio,” a handsome 
og Tempera Color Set 27 


new legal pad holder (for 84x14 
Timed for school opening, a new 


or 8x12 pads), designed for ; 
10-bottle set of Tempera Colors has 


both executive and general office 
use, has been introduced by the 
been announced by the Carter’s Ink Joshua Meier Co. Made of vir. 
Co. Besides an assortment of ten gin vinyl, the “Briefolio” will 

i most frequently used colors, Car- 
ter’s new set contains a giant mixing tray, an artist’s quality 








hold one pad and has a large 








die-cut pocket for loose notes 


brush, and a handy coloring guide. The set is pre-priced and and memos. Retailing at $3 (pad not included) the VPD “Brie. 
sells for $1.98 complete. Each color is non-toxic and easy to use, folio” can be gold-stamped, silk-screened or otherwise decorated, 
two big considerations for little artists. A coloring guide also according to individual needs. It is described as being ideal for 
provides youngsters with complete instructions and suggestions. banks, insurance companies, title and real estate companies, in 
dustrial companies, board meetings and general office use. Its | 
Pencil Sharpener 28 luxury appearance makes it a suitable business gift or quality 


premium. 

A new plastic and metal Ster!l- 

ing 500 Mechanical Pencil Shar- , San . 
; ‘pene 

pener has a_ two-color plastic ' Labeling Tape x 

housing. Smooth, silent operation 


\ pressure-sensitive labeling tape, 
is accomplished by twin milling 


called Mark-On, sticks to any clean, 












cutters of hardened steel in a Du dry surface —even waxed surfaces. 

Pont Delrin cutter body. The Using the “magic slate” principle, 

cutter head assembly is easily Mark-On is easy to write on with 

removable for cleaning or replacement. The extra-large housing is pen, pencil or stylus. It may also 

sealed tight against dust loss. All pencil sizes are accurately be affixed to typewriter platen and 

centered by the Sterling precision selector. To capitalize on the typed with ribbon on stencil posi- 

style-appeal of the Sterling 500, an unusual display package has tion. It won’t erase, yellow, dry — 

been created. The new sharpener is mounted in a transparent out or come off unless you pull it off. The tape comes in 
plastic blister on a three-color card, useable as a hanging or stand- red, blue, green or black and in four regular widths of 14”, 54", 
up display. Suggested retail price of the unit is $3.85, and each %” and ” The regular 400 inch length is supplied with han 
sharpener carries a written guarantee. Dealer and jobber inquiries plastic dispenser. Full details may be obtained from The Tape- 
are invited. mark Company, 434 Pleasant Ave., St. Paul 2, Minn. 


When your customers look through a Bal 


Rectangular Reader... you're looking at easy profits tate 94.00 


PRICE 


MOST POPULAR READER TODAY! High quality...that’s what 
has made Bausch & Lomb Rectangular Readers the most popular 
reader on today’s market! Surveys of dealer sales in the past year 
point up that 75% o of all magnifiers sold in the United States bear 
the distinguished B & L lies mark. The leader in the field is your 
profit leader. Set up a Bausch & Lomb Rectangular Reader Display 
and watch impulse sales mushroom. Once a customer picks up a 
B&L Rectangular Reader and examines it...the sale’s made. It’s that NE 
easy! Your B &L salesman can show you proof from other dealers. BAUS SC HG mee: 


Ask him. Bausch & Lomb Incorporated, Rochester, New York. 


Makers of: Balomatic Projectors e CinemaScope Lenses e Ray-Ban Sun Glasses 
Binoculars e Microscopes e Quality Eyewear e Rifle Sights e Scientific Instruments 
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| THE NEW PARKER 45 
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"CARTRIDGE PEN IS HERE 


—~ 








Have you ever seen better reasons 
for sales to soar? 


Great new product! The pen with the BIGGEST 
INK CARTRIDGE IN AMERICA. And that’s just 
the beginning of its quality features — never before 
possible at so low a price. 


Neatly priced at $5.00! Now you can sell a luxury 
writing instrument equipped with a 14-K GOLD 


POINT — at a price even a student can afford. 


Powerful advertising support! Wait till you see 
the kickoff spread in the September 5 issue of 
LIFE. Sales-sational! 


#945. HURRY! Order yours now! 
> 'The Parker Pen Company 


COPYRIGHT 1960 BY > THE PARKER PEN COMPANY , JANESVILLE , WISCONSIN 18s 
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602 


TOP-BOARD SIZES: 


No. 602-1—23"x31” 
No. 602-2—24"x36” 
No. 602-3—31"x42” 
No. 602-4—38"x48” 
No. 602-5—38”"x60” 
No. 602-6—38"x72” 
No. 602-7—44"x72” 


BILTRITE PEDESTAL TABLES 








PREFERRED by AGENCIES and STUDIOS 


New...steel end channels for more ac- 
curate draftsmanship! The first table to 
feature a full-length guard rail and ser- 


rated arcs on size 38” x 48” and larger. 
Two stabilizing wheels plus easy grip 


handwheel provide fast and easy 


height adjustment. Minimum 3234” to 


Maximum 421” high. 


ANCO WOOD SPECIALTIES, 





71-08 80th Street, Glendale 27, New York 


tilt and 


| 
{ 
' 
' 
' 
t 


INC. 
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Bright blues, 





reds . 


They sell on sight in 


SENCO 


COLORAMA 
COUNTER DISPLAY 


No. 69-C © 4 dozen 12” wood rulers 
1%” x 3,” thick double beveled. In as- 
sorted colors, 10¢ seller. 

No. 700-C © 6 dozen 12” wood rulers 
Y%y" x %,” thick, single beveled. 18 each 


of 4 colors 5¢ best seller. Metal edge. 


Individually packed for re-shipment. 


Write for prices. Buy from your nearby jobber. 


SENECA NOVELTY 


NEW! 


Vivid Colored 
RULERS 


yellows, greens and 


. . PRECISIONMATIC made 





co., INC. 


52 Miller Street, Seneca Falls, N. Y. 
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NEW PRODUCTS ... . 


Contemporary Furniture Line 


31 


All-Steel Equipment Ine. is introducing its contemporary metal 


office furniture line, featuring new decorator colors and flexibility 


that permits custom design. The new ASE 4000 Line is described 


as “broad enough to fit tastefully in 





every kind of office, from 





that of secretary to board chairman, and everyone in between.” 


There are 75 basic units in the new line and thousands of possible 


variations. 


from the early concept stages to a production article. 


The solid, clean design has been three years moving 


A 28-page 


color catalog describing the new line is available 


Safety Ash Tray 


32 


United Cutlery & Hardware Prod- 


which 





——— ing 


bottom 
item is a West German import 


PRODUCTS 





There are four reasons why 
BAY is the fastest growing 
company in the field of 
steel shelving and shop 
equipment manufacturers: 
better products, lower 
prices, quicker delivery, and 
sensible sales policy. Our 
system of limited franchise 
distribution and complete 
distributor protection 
insures freedom from 
wanton price cutting—and 
leaves us free to make 
finer value products for our 
distributors to sell. 

Even though some areas are 
now closed to new 
distributors, we'll still be 
glad to send you our 

See for yourself 
what has made BAY grow! 


catalog 





safeguards 
table tops. 
sensitive 


cagarette 


ucts Co. offers a Safe-Tilt Ash Tray 


desk, 


As cigaret burns, a heat- 


and 


rugs, 


spring hinge tilts up, slid- 


harmlessly into tray 


The decorative ceramic 


immediate 
shipment on 


complete line 








WORK BENCHES 


STEEL SHELVING 
HANDICABINET& 
BENCHES 
STOCK CARTS 
SERVICE TRUCKS 
STACKING BOXES 
PARTS BINS 
SMALL PARTS 
CABINETS AND 
CASES 


BAY PRODUCTS DIV. 


AMERICAN METAL WORKS, INC. 


1818 West Cambria St., Phila., 32, Pa. BAldwin 9-1805 
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na Executive Arm Chair 35 


& t Carlton-Surrey, Inc., Grand Ra- 
- 


pids, Mich.. recently put into pro- 


Telephone Message Book 33 
¥ — : Cromwell Printery, Inc., Al- 
bany, N. Y., announces a new 
Telephone Message Book which 


enables user to keep a permanent 


31 
netal 
bility 
ribed 


duction what they call a “Space 






Arm Chair.” The chair seat and 
back appear to be suspended from 





the actual framework of the chair 
itself. It has a 24” width from one 






from record of all in-coming phone avin tea to the other. @ 26" weal 
calls. Plastic spiral binder with depth, a 24” depth from the front 





imitation leatherette cover con- 





of the seat to the widest part of 
- the back leg. and 24” from arm lo 


chair is extremely light, yet its design and point of 











tains 400 perforated message 






blanks which tear out easily floor. The 






Carbon copies of messages are 





structural stress are said to be “strong enough to hold the heaviest 
wrestler.” It is available with either a 38!” or a 33” back height 






recorded on unperforated — full 





sheet duplicates which remain 
filed in binder. There are four 





The frame is carved from solid black walnut and finished to a 





rich patina. The chair comes upholstered leather, fabric, or 


f ‘ ave : {. ‘ > , f ear ” or . -, . 
forms to a page, ana an ample supply of carbon paper Imprint plastic; or any combination of these 





ng and numbering are available on request. A complete new 





en. Business Forms catalog gives information and prices on this and 

sible other Cromwell carbonless and carbon-interleaved forms . 

ving . Desk Sign 36 
page A double-face desk sign has been 


Relief Map 


\ new relief map of the United 


introduced by the Wama Co., Balti- 
more, Md., as an addition to their 
*Tell-A-Name” line of signs. Avail- 


able in 1”, 144”, and 1%” heights, 


Slates by Conbell Equipment Co. 
32 measures 21” by 3142” and re- 


tails for $9.95. Made of heavy either single or double-faced, the 
























— vinyl plastie with 24-ply coated signs are made of satin hardwood 
be backing board and double hem and trimmed in aluminum. The base 
a stainless steel trim, the map is may be finished in grey, black ot 
rr shipped complete with wall hang- mahogany while the nameplate is 
il er ready for use in school or office. Washable surface allows all engraved in white on a black plastic 
> types of water soluble paint to be removed with ease slide that can be easily changed 
- 
THIS MONTH, FEATURE 
Mak. Un. Own 
CELLULOID INDEX TABS 
me 
- 
Tyee 
Convenient six-inch strips — cut to the size that’s needed. —— 
Three extensions — for one, two, or three lines of typing. 
Seven colors— green, orange, yellow, blue, pink, red and clear. 
5 Feature and sell the original MAK-UR-OWN Index Tabs whose proven high quality has 
5 never varied through the years. Your customers who have tried MAK-UR-OWN know that 


it’s practical, dependable, easy-to-use, and inexpensive, and once they try, they’ II buy again. 


YOURS FREE when you buy 250 feet—a colorful counter display that 
conveniently stores and effectively sells Mak-Ur-Own Index Tabs. & 


For free samples and complete information, see your Victor Salesman or write to: 









DIVIS/ON 





OF SPERRY BAND CORPORATION 





31S PARK AVENUE SOUTH, NEW YORK 10. NY 
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WILHOLD 'S | 
ook) NEW PRC 
W Magnifying Viewer cE 
r An illuminated 3-D magnifying 


viewer for close tasks or Viewing 


‘ requiring bright lighting and fy 

LUE- p view magnification has been deve 

oped by Fostoria Corp. The ney 

FINEST for the OFFICE lt ‘ viewer, known as Model DSV, fe 


tures a 6” by 6” optically ground 


' acrylic lens that provides full thre. highly polish 
da dimensional perception. Two fluorescent tubes highlight the work. 
| ing area, and a soft diffused underlighting is provided by ty ‘avi Bind 
SAFE for CHILDREN | recessed fluorescents under the viewing table base. Underlighting Viny! — 


and overhead light may be positioned separately by means of Aw ide WI 

° : Frit aller dist joints. The teble aloo pr es: ; virgin. Viny 
This emblem will flash on thousands of TV oe yo — disc joint rhe table also can be adjusted to jj a 1” am 
screens; will be seen in millions of news- available fre 
papers and consumer magazines. Glamour, Co, The 
‘ ‘ . . . opening ane 
McCall’s Crafts, Today’s Secretary, etc. Duplicating Kit 38 a ae 
CHIC rubs off the fingers, will not harm manicure. A new type of “Print-it-Your- : blue, rr 
Children cannot get sticky fingers on furniture or | ‘e!f” kit is now offered for both = aoe 
door knobs. adults and children by the Multi- hear der. The 


Gram Division of Crestline Corp., for the 1 
NEWEST and BEST Streator, Ill. The Multi-Gram ‘ 
‘ , s Duplicator can be used in the home, office, school, church, club : 
Packaged in plastic squeeze bottles, 1% oz. with, , ; “owage ~ Personaliz 


7 , and store, and has available nine different types of “Grams” for me 
spreader 39c. 3 oz. with fine tip 59c. multiple letters, club notices, programs, or invitations, such as ===4 
Distributed through wholesalers at full discount. | “Santa-Grams.” “Club-Grams,” “Pro-Grams,” “Kiddie-Grams,” 


£2) __,ASK FOR INTRODUCTORY SPECIAL OFFER |<, 0 maxes wil int ra 30 10 sets ho wa 
ILHO For DEALERS and WHOLESALERS two pads of Grams, the m: 


master copy paper and master carbo 


SREES( WILHOLD GLUES, INC. Los Angeles 31, Chicago 44 paper, instruction sheet and a sponge for cleaning duplicator. Re. 


tail selling price is $4.95. 














- - - for more details circle 150 on last page 





Eye-Stopping List prices 
COUNTER DISPLAYS 
Help you Stimulate . 
Extra Sales! Fountain 
A new f 
medium-pri 


LEAD being intr 
Aecsvesgpe Sheaffer I 
DISPLAY a : 
A No. 5555D utilizes Sh 
{4 4 principle. 


¢ ing pencil 
Counter display holds 12 available ji 
“Kleen-Point™ Pocket-Size lead , ; 
A pointers. Practical design with burgundy , 
dependable construction, guor- Points of 
| ontees oc true point every time, 
H Retail.............. $22.00 styles. 


__, EEO . $13.20 
PROFIT... . $ 8.80 





Advertising to Professionals 
and Students has made the 





Alvin name well known and 
respected for quality drawing 
instruments 


ONE SOURCE... for all your | es | 


TECHNICAL FOUNTAIN PEN 

Drawing and Drafting we DISPLAY No. P395D 
Attroctive TECHNAPEN = 
; ‘Tae display holds 12 pens. per 
@ ENGINEER @ AR : fine to one brood nibs... 
@ DRAFTSMEN ENT designed for high-speed pre- 


LOOK TO ALVIN FOR QUALITY J Soaehae 


Drawing Sets my 
Drafting Instruments ce EU 
Designing Aids quantity discounts ere 
Drafting Materials Write for Free Displey Brochure ag 
... describes over 2 dozen differ- oard. 
Drawing Equipment ent Counter and Wall Disploys to fied worl 
Measuring Devices help you sell Alvin. Aaa 
: -Free Ready Reference Chart... portion o 
, el ality at the helpful sales cid, lists hundreds of compartn 
A LV | he > 4 6 Alvin's most popular items. Fully a 
: Right Price’ Wustrated. ec, The 








ALVIN & COMPANY, INC., WINDSOR, CONN. 
Importers @ Manufacturers @ Distributors 


MODERN 
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Shears Assortment 39 

The Acme Shear Co. has intro- 
duced a new assortment of all pur- 
pose shears premounted on a color- 
ful, self-selling merchandiser (No 
1916). The assortment includes 
three pairs of Bent Trimmers and 
three pairs of Straight Trimmers re- 
tailing at 98 cents each. All have 
highly polished nickel plated blades with black enameled handles 


Vinyl Binder 40 
A wide color selection of stock pe - aay 
irgin vinyl $3-ring binders, in 

both 1” and 144” capacities, is 
wailable from the Joshua Meier i 

(Co. The binders feature both 

opening and closing boosters and 

are immediately available in red, } 
blue, green and black; other col- 
rs are also available on special 
rder. The binders retail at $1.80 Pa the 1” capacity, and $2.40 
for the 144” binder. 





Personalized Ash Tray 41 
j===4 George S. Heineman, Inc., is dis- 


tributor for a new die cast safety 
ash tray which can be personalized 
with any standard inscription. Deal- 
ers can order a set of samples, one 
gold and one chrome, with a dis- 
play and order pad. Personalizing 
is done at the factory and orders 
are shipped directly to the customer, 
| if dealer provides drop-ship label 
List prices are $5 and $4.50. Dealer discount is 40 percent 





Fountain Pen 42 

A new fountain pen entry in the : . 
medium-price field, the “Target,” is 
being introduced by the W. A. 
Sheaffer Pen Co. The new pen 
utilizes Sheaffer’s touchdown filling 
principle. It retails at $8.75; match- 
ing pencil is $4. The Target is 
available in black, blue, green and 
burgundy, with a %4-inch gold-filled band and _ gold-filled clip 
Points of palladium silver and gold plate are available in eight 
styles. 


Drawing Desk 43 

Densmore “Drawing Chief” desk 
is designed to serve as a standard 
executive desk and drawing table 
for home or office. The drawing 
board is concealed under desk top 
and elevated into posture chair 
height by a raising mechanism when 
desk top is opened. When desk top 
is closed the drawing board is auto- 
matically lowered in a flat plain 
into a well which has sufficient clear- 
ance between the drawing board and desk top for permanent 
mounting of drafting machine. This clearance also eliminates the 
necessity of removing tools or reference books from the drawing 
board. It can be completely closed in seconds to protect classi- 
fied work. Adequate storage facilities are provided. Reference 
portion of desk top slides out allowing access to tool and supply 





compartment. It also serves as space for telephone, ash trays, 
tte. The desk is available in different styles and desk top sizes. 


(Continued on page 59) 
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ile as write For your FREE caset tree (Ome 

Tats BOLIND, INC, montRose 6, cALiF, ft 

ane AFTER une 30, OUR ADDRESS WILL : 
il se BOLIND, INC, soutner 6, coLo, WY 


THANK YOU KINDLY =) 
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for more sales 
and more profit: 


Srodling 


Tam 


| for everyday & seasonal cards 


ENCORES 


for smart contemporary cards 


MERRIE CHRISTMAS 


\ for P.G. Albums 





Cards 


SINCE 1907 





fetal WILLIAMSBURG 


EXECUTIVE OFFICE: 3280 Broadway, New York 27, N.Y. ° PLANT: Webster, Mass. 
DISTRICT OFFICES: New York, Boston, St. Louis, Kansas City, Los Angeles, San Francisco 
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If You're An Average Dealer You Can 


Sell ASENTRY 
Every 30 DAYS 


$680 Yearly Sales From $57 Inventory! 


Yes, Sentry dealers average 12-times-a-year 
turnover . . . gross $680 from $57 invest- 
ment. A floor model does it, because Sentry 
drop ships to order. And Sentrys sell for /ess 
than half as much as average competitive 
safes, yet return you full profit. Model $-C 
Big-safe features include Ver- Model S-3 

miculite insulation, built-in 3- — syg. List Sentry S-3 safe plus con- 
paneer commngte® Sot, —— pane 
bank vault type loc er, 2 ine mahogany, waln 
drawers. U.L. “C” label. Write $799 blond wood. Suggested 
for details. list $119.95 






JOHN D. BRUSH & CO., INC., 580 West Ave., Rochester 11, N.Y. 
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GREATEST PAPER CUTTER IDEA IN A DECADE! 















* It's 100% 
hazard-free 

* No blade 
exposure. 

* it cuts 
precisely. 











SAFETY 
PAPER 
CUTTER 
4-edged, wedge-ground, throw-away cutting blade 
easily replaceable. Built-in Protractor for angle cuts 
Light-weight, portable. In 12”, 18”, 24”, and 30” 
Cutting capacities, at better stationers everywhere. 


SAFETY CUTTER CO., P. 0. Box 696, MENLO PARK, CALIF. 


5 





BIGGEST PROFIT-MAKER FOR YOU OF CENTURY! 
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Shelving Catalog A 


A new illustrated catalog, “Low Cost 
Steel Shelving for All Purposes,” is now 
available to describe all purpose steel shelv- 
ing for vertical filing and storage available 
for drop shipment to Western markets 
Manufactured by Southern Metal Products, 
Los Angeles, Calif., the line is manufactur 
ed in three widths, 12, 18 and 24 inch, 


and in two heights, 72 and 84 inch. Dealer 
inquiries are invited. 
Storage Equipment Bulletin B 


The Penco line of 
storage equipment is presented in Bulletin 
DC-60 offered by Penco Division, Alan 
Wood Steel Co. The eight-page, two-color 
illustrates Penco 
angle shelving, T-Line shelving, steel lock 


phosphe tized steel 


catalog describes and 
ers, book case shelving, steel cabinets, wire 
basket 

shelving. 


; ; ‘ 
storage units and service truck 


Photographs, specifications and 
»ther information are included. 


Office Planning Brochure Cc 

How to utilize “space engineering” in of- 
fice planning to provide higher return on 
administrative overhead costs is the subject 
of a new brochure published by Royal Me- 
tal Manufacturing Co. Titled, “The Right 
Way to Office Planning,” the four-color, 
illustrated 


brochure details methods for 


achieving increased work flow efficiency 
and extra space through the use of modular 
office furniture components and free-stand- 
ing partitions for departmental and indivi- 


dual work needs, 


Marking Products Brochure D 

A new brochure, “Guide to Marking,” is 
said to be designed to help in purchasing 
engraved or stamped material. Published 
by J. S. Packard, Inc., it illustrates and 
describes such varied products as presenta- 
tion plaques and engraved dials, scales and 
panels, building signs and engraved and 
stamped instruction data plates. Also shown 
are types of stencils for electronic chassis 
marking, for shipping and for identifica- 


tion. 


Office Accessory Information E 

Peter Pepper Products has completed a 
new brochure showing new items introduced 
by its office accessories division. Products 
shown include modernistic desk accessories, 
clocks and wastebaskets. 


Photocopy Product Brochure i 

A six-page brochure describing and _ list. 
ing applications and prices for its diffusig; 
transfer photocopy papers and films has 
been prepared by Ampto, Inc. Included are 
descriptions for more than 20. different 
types of papers and films, and the variety 
Also briefly de- 


two photocopiers, the Ampto 


of uses for each type. 
scribed are 
Nine for general office copying, and the 
Ampto 14 for the larger office or engineer. 
ing department. 


Dictation Instruction Booklet G 

“How To Be A Dictator” is the title of 
a 24-page booklet published by Stenocord 
of America, Inc. Written in a humorous 
vein, it contains hints and ideas on improy- 
ing efficiency and lowering costs through 
proper dictating habits. 


Filing Unit Bulletin H 

Tract-A-File Jr., a filing unit for general 
use, is described in a four-page bulletin 
published by Ramsey Co. Tract-A-File Jr, 
is a shelving unit designed for “home” 


(hanging type) folders. Constructed of 
furniture steel with gray baked enaméd 
finish, the unit measures 20 inches wide, 
14% inches high and 12% inches deep. It 
provides neat, point-of-use storage for cala- 


logs, phone directories and manuals. 















‘Gram Me" Here's @ Money Maker ! 
an: 


CRAM’S Rotating 
Self-Service... 


MAP MERCHANDISER 


Holds $60.00 worth 
of CRAM’S popular 
fifty-cent and dollar 
map items. 

Rotates at the touch of 
a finger, providing 
easy access to all 
titles. 

Occupies only one 
square foot of counter 
space. 

Maintains neat, or- 
derly appearance. 


WRITE FOR SPECIAL OFFER 
Globe and Map Publishers Since 1867 


Geo. F. C oe A pA Co., Inc. 











EVER-SAFE Mew FLOOR SAFES 
Safely Protect Cash and Valuables 


Model 
FD 918 


with inner de- 
pository and 
envelope slot. 


(Left) 
* 


Model 
F-912 


Single com- 


partment. 
A complete self-sell- . 
ing, self-service “Map (Right) 
Department.” Ideal for Service Stations — Stores — Doctors — Dent- 


ists — Schools — Ticket Booths. 

Easily installed in wood or concrete floors. Mercantile 
Class C Insurance Rate Less 10% for U. L. 
Device Label. 

Removable Combination Dial — for additional protec- 
tion. Impossible to open safe without dial. 

Write for complete information and prices. 


Relocking 


730 E. WASHINGTON ST. - INDIANAPOLIS, IND. 











V R DIV. SCHWAB SAFE CO. 
E E -SAFE Co., Inc. LAFAYETTE, INDIANA 
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Esterbrook Pen Co. is introducing its new 
* Renew Point Fountain pen, designed 
and priced for the student consumer mar- 


cartridge-fill or squeeze-fill pen. Each car- 
tridge-fill pen carries two cartridges in the 


Both pens take any Esterbrook re 
int, and are offered in four brilliant 
black. Available to dealers are 
, eye-catching counter mer- 
The new pen will be supported 
pre-school student consumer 


program directed to the student 


“=e A new way 




























NEW PRODUCTS ..... The handsome, 
(Continued from page 57) 


Student Fountain Pens 44 tion 
With an offer of one free with 12, the 


of the 


back-to-back 


is available as either a 


write with and one as a 


build dealer 


by a heavy national ad- 


hour service 


an mncrease 


ee Book Merchandiser 45 to cut back 


100-page catalog 


to merchandise sentials. 


manifold books 


The fixture displays 
more than 100 books, 
by 19 inches of floor space and standing 
Hinges are mounted on 
the fixtures so one 


52 inches high 
or more can be joined, 
desired. Five shelves rest 
on adjustable pegboard supports to carry 
ihe merchandise 
for extra stock is provided in the rear. The 
GrayLine merchandising program is_ the 
fifth step inaugurated 
confidence since he became 
chief executive of » business forms com- 
pany. Other 
Wilson Jones’ 
its Chicago manufacturing plant for faster 
dealers; start of 48- 
orders for in-stock items; 


include the move of 
finished goods inventory to 


service to Midwest 


in 


in retail station- Outdoor Flag 


natural-finish fixtures are Polyethylene Bags 47 


viven free to dealers who purchase a selec- 


Polyethylene bags 
2 in 27 different sizes 
taking up only 37 are offered by Inter- 
American Products 
for store level pack- 
aging By buying 
merchandise in bulk 





form and  “do-it- 

addition, storage space sensi’ packag- 
ing, the company 

says profits can be increased. The bags 


by Jack Linsky to 


also stop markdowns due to — soling; 
keep parts together for quick service; sell 
larger unit sales by packaging more than 
one item, and help promote self-service. A 
mixed trial assortment consisting of 1,500 
bags costs $14.75. Tag hangers to match, 
not imprinted, cost $11 for $1,500 


» stock of finished goods 


and publication of a Cellophane Tape 48 
‘Record Keeping Es- 


Giant Tape Co., Los Angeles, Calif., is 
marketing a new brand of pressure sensi- 
tive cellophane tape known as Giant Brand 


46 It is being made in 1296” rolls in *&” to 


ery and office \ 50-star American flag to retail for $1 *%4” widths, and 2592” rolls from 4” to 

equipment — sup- is offered by Louise and Associates. 1” widths. The tape is packaged in air- 

ply stores is of- Made of heavily embossed plastic, the out- tight metal cannisters, and it will be sold 

fered by Wilson door flag measures 5’ by 3’ and is de- only through commercial stationers and 

Jones Co. The scribed as durable, washable and weather- other recognized paper distributors. A 

developed new __ point-of- resistant. Two brass grommets are set in dealer sales aid program is being prepared 

fixtures for display of a re- reinforced edge. Dealer cost is $6.60 per Consumer and distributor price lists and 
GrayLine manifold books. lozen. sample rolls are available. 





FOR 
EVERY 
PURPOSE 


NOTCHING 
PUNCH 








TICKET PUNCHES 


THE HOGGSON & PETTIS MFG. CO., 141F Brewery St., New Haven, Conn. 





Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 1/4” wide, 5/16” deep; No. 
33, not over 1/2” deep 

No. 2 For 1/8-1/4” round holes; 1-1/4” 


No. 3, 1-1/2” reach & No. 12, 2” reach. same 
style as No. 2. All will take special dies. 


Tally Punch — Registers number of punchings to 
99,999. Punches 1/8”, 3/16” or 1/4” round holes 
also special designs. Same counter available in our 


No. 2, 3, 10, 11, 21. Write for circulars 
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for the first time .. . 


PERSONALIZED CHRISTMAS CARDS 
SPECIALLY DESIGNED FOR BUSINESS 


the CLASSIC COLLECTION 
by newbury guild 


@ Exclusive '‘Award 
Winning” Line 

@ Masterpieces of quality 

@ Wide range of designs, 
techniques and prices 


BUY DIRECT FROM PUBLISHER — SEND FOR YOUR BOOK TODAY. 


newbury guild 


- - - for more details circle 132 on last page 
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400 Newbury St. 
Boston 15, Mass. 
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SNAPEX TAX & STOCK ————— 
BUSINESS FORMS MANUFACTURERS 


W-2—Approved Federal, State and City wage 
tax reports for processing in one operation. 
Forms specifically designed for NCR, Bur- 
roughs, etc. 

STOCK FORMS—Invoices, Bills of Lading, Pur- 
chase Orders, Expense Reports, Speed Letters, 
Credit Memos, etc. 

















You accept the orders—we do everything else 
under your name. Excellent profits. All forms 
imprinted or plain. 

IMMEDIATE SHIPMENTS right from stock 


Write for trade PROFIT-PLAN now! 
Serving the trade from Coast to Coast 


APEX BUSINESS SYSTEMS 


540 PEARL ST.. NEW YORK 7, N.Y. * Phone: BE 3-7133 
- - - for more details circle 106 on last page 













COLORPRINT 
STORYLAND MAP 
Giant 50” x 38” IN FULL COLOR 


Sells on sight! High markup, high 
turnover map appeals to children of 
all ages. Perfect for schools, children’s 
room, playrooms. PUT THIS PROFIT 
PULLER UP FRONT! 


FREE! pisptay map & 


EASEL-BACKED DISPENSER 
Write for details TODAY! 


Also — NEW 29¢ BIBLE LANDS MAP 
IN FULL COLOR 


ed 
AMERICAN MAP CO., INC. &38 
3 West 61st St. N. Y.23,N.Y. 7 
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FAULTLESS 
PENCIL CLIPS 


A modern, three 
dimensional fold 
ing display card 


presents '/4 gross 
of our reliable 
Faultless pencil 

clips accessibly 
ant efficiently yet 
takes only 312 
of counter space 
The card is in col- 
orful blues and 
whites against 
which the _ bril- 
liantly nickel plat 
ed clips glisten 
and shine drawing 
attention and 
making sales. The 
clips are made 
from steel and 
have a tempered 
steel encircling 
band. 


Also available 
2 pieces on a flat 
card, or 1 gross 
to a box. 


Prompt delivery is assured. 
Write now for information. 


L. D. Van Valkenburg Co. 


Dept. M. HOLYOKE, MASS. 
SERVICE QUALITY 
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CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements 


preceding the month in which the magazine is issued. 


Minimum Order: $6.00 


is the fifteenth of the 2nd month 
RATES: 30c a word. 


Names and address are te be included in the count. 


Initials or sets of figures are to be counted as one word. 





HELP WANTED 








We have openings for sideline men to sell for- 
eign text Christmas cards. All territories avail- 
full details. Box 274, MODERN 

AND OFFICE EQUIPMENT 

1 East First Street, Duluth 2, Min- 

nesota 7-60 


Salesmen now calling gift stores, drug stores, 
etc. We are a 30-year-old publisher of studio 
and humorous greeting <« —_ 25% commission. 
Prepaid shipments. Free racks, etc. BOX 271, 
MODERN STATIONER AND OFFICE EQUIP: 
MENT DEALER, 1 East First Street, Duluth 
2, Minnesota. 8-60 


Salesmen: get in on the newest fad. Sell initials 
and monograms, highest commission . & D 
Leathercraft, Maspeth 78, New York 8-60 


Salesman Wanted to call on Stationery, School 
and Church Suppliers Trade with extensive line 
of cork-faced Bulletin Boards Dart Board 
Equipment Company, 2000 N. Tenth St., Phila. 
, om 7-60 


July 10-13—Nat’l Office Machine Deal- 
ers Assn. (NOMDA) convention- ex- 
hibit, Coronado, Calif. 

Set. 24-28—Nat’l Stationery and Office 
Equipment Assn. (NSOEA) conven- 


tion-exhibit, Conrad Hilton Hotel, 
Chicago. 


Oct. 2-8—National Letter Writing Week. 


Oct. 15-16—East Coast Regional Office 
Machine Dealers Assn., Convention, 
Galen Hall, Wernersville, Pa 


Oct. 15-18—Eastern Commercial Sta- 
tionery Show, New York Trade Show 
Building, New York City. 


Oct. 18-24—-National Downtown Week. 


Nov. 4-6—NOFA Western Area Confer- 
ence and Exhibit, Jack Tar Hotel, San 
Francisco. 


1961 


Feb. 22-26—National Office Furniture 
Assn. Convention and Exhibit, Coli- 
seum, New York City. 


Feb. 24-26—-NSOEA Western Stationery 
and Office Equipment Convention and 
Exhibit, Biltmore Hotel, Los Angeles. 


Established manufacturer of filing supplies ne 
opening territories for representatives on 
tractively packaged self-service line of file fold 
ers, guides and index cards. Contact Scho 
Supply Jobbers, Wholesale and Commercial § 
tioners. In answering please advise territory am 
—. regularly covered. Also other lines carrig 
what period of time. Box 276, MOD 
TAT iE AND OFFICE EQU 
"DEALER, East First Street, Dulud 


Minnesota. 


Representatives for ——— icent new line 
ast stone, portable PLANTERS. Treme all 
acceptance. Most territories open. PRE-F 


3537 LEE, Cleveland, Ohio. 7-6 





Representatives to sell new Fii Pha 
Mounts for albums. Displays w. Box 2 

MODERN _ STATIONER AND OFFIC} 
EQUIPMENT DEALER, 1 East First Street 
Duluth 2, Minnesota. 9-6 





LINES WANTED 





Wanted: One good Soc ial Stationery Line 
sales organization covering Northern Californi 
and Nevada. Well acquainted in territory. Gi 
full details. Box 275, MODERN STATION 
AND OFFICE EQUIPMENT DEALER, 1 


First Street, Duluth 2, Minnesota. 





WANTED 





WAREHOUSE SPACE WANTED. Establish 
N manufacturer of commercial staty s 
plies is looking for Chicago warehouse spaé 
and service, to share with similar firm. Pref 
to share space and expense of your existing f 
cilities, but will consider new joint rental. B 
278, MODERN STATIONER AND OFFIG 
EQUIPMENT DEALER, 1 East First Streegj 
Duluth 2, Minnesota. 7. 





SERVICES 





COMPLETE IMPRINTING FACILITE 
AVAILABLE. Liven up your Midwest accor 
with our service. Tailored to _ personali 
Christmas cards and _ personalized statione 
From receiving order to shipping. Tri it 
Printers, Inc., 118 South Clinton Street, @ 
cago 6, Illinois. RAndolph 6-4192. 7. 





FOR SALE 





Man and half wife successful greeting card 
gift shop in Florida. Have bought boat 
business interferes with pleasure. Will deal 
sell. The Colonial Shop, 710 N. Mills, Orland 
Florida. 7 


Typewriter, Adding Machine and small offi 
supply business est. 36 years in one of the b 
cities in the south. Pop. 125,000. Leading m 
sales agency for entire line. Good us 
reconditioned business, portable business, 
repair and rental business. Annual sales 
over $100,000. Very valuable good will. Abe 
average opportunity, owner wishes to re 
Apply Box 279, MODERN STATIONER AD 
OFFICE EQU IPMENT DEALER, | East Fi 
Street, Duluth 2, Minnesota. 7 
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tell me more... 


about these 


This page is provided for your convenience. To obtain additional information on new products, trade literature and advertised products in this 
issue, simply circle the corresponding number on the perforated card below, fill in your name, business address and mail the card. 


ADVERTISED PRODUCTS 


101 Addo-x, Inc. — Duplicator — page 48. 


102 Alvin & Co., Inc. — Drawing instru- 
ments and supplies — page 56. 


American Geloso Electronics, Inc. — 
Dictating machine — page 13. 


American Map Co., Inc. — Maps for 
children — page 60. 


Anco Wood Specialties, Inc. — Pedes- 
tal tables — page 54. 


Apex Business Systems — Tax forms, 
business forms — page 59. 


Art Guild of Williamsburg, Inc. — 
Greeting cards — page 57. 


Bausch & Lomb Optical Co. — Magni- 
fying readers — page 52. 


Bay Products Div., American Metal 
Works, Inc. — Steel shelving and 
shop equipment — page 54. 


Bee Paper Co., Inc. — Artists’ papers 
— page 56. 


Bolind, Inc. — Label display — page 
87. 


Bostitch, Inc. — Staplers, staples — 
page 37. 


Bridgepoint Playing Card Co. — Card 
playing accessories — page 50. 


Brush, John D., & Co., Inc. — Safes — 
page 57. 


Burroughs Corp. — Checkwriters — 
page 39. 


Cram, Geo. F., Co., Inc. — Map mer- 
chandiser — page 58. 


Dennison Mfg. Co. — Self-adhesive la- 
bels — 2nd Cover. 


Dymo Corp. — Label embossing device 
— page 34. 


Ed-U-Cards Mfg. Corp. — Games — 
page 32. 


Esterbrook Pen Co. — Cartridge foun- 
tain pen — page 45. 


Ever-Safe Co., Inc. — Floor safes — 
page 58. 


Eversharp Div., Parker Pen Co. — 
Cartridge fountain pen — pages 6-7. 


Formfoto Mfg. Co. — Photocopying 
machine — page 35. 


Gibson, C. R., and Co. — Memory 
books, photo albums — page 49. 


Globe-Wernicke Co., The — Waste- 
basket — page 31. 


Hoggson & Pettis Mfg. Co., The — 
Ticket punches — page 59. 


Kingsway, Inc. — Chess sets — page 
36. 


Linck, O. E., Co., Inc. — Decorating 
tool — page 43. 


129 Masterpiece Studios — Christmas cards 


— page 3. 


Melind, Lovis, Co. — Pocket seal and 
case — page 33. 


Micropoint, Inc. — Writing  instru- 
ments — page 10. 


Newbury Guild — Christmas cards — 
page 59. 


New England Paper Punch Co. — Pa- 
per punches — page 44. 


North American Philips Co., Inc. — 
Dictating machines — 4th Cover. 


Northern States Envelope Co. — Bank 
pass book envelopes — page 40. 


Oxford Filing Supply Co., Inc. — Fil- 
ing supplies — page 8. 


Parker Pen Co., The — Cartridge pen 
— page 53. 


Plymouth Rubber Co., Inc. — Rubber 
bands — page 32. 


Regna Cash Registers, Inc.—Cash reg- 
isters, adding machines, safes — page 
41. 


Reyburn Mfg. Co., Inc., The — Tags, 
labels, reinforcements — page 38. 


Rogersnap Business Forms — Snap 
forms — page 42. 


(Continued on next page) 
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This page is provided for your convenience. To obtain additional information on new products, trade literature and advertised products in this 
issue, simply circle the corresponding number on the perforated card below, fill in your name, business address and mail the card. 


ADVERTISED PRODUCTS 


Marking Products Brochure 21 Film Tracing Pencil 


(Continued frem ether side) 


Safety Cutter Co. — Paper cutter — 
page 57. 


Seneca Novelty Co., Inc. — Colored 


rulers — page 54. 


Smith - Corona Div. of Smith - Corona 
Marchant, Inc. — Portable electric 
typewriter — page 4. 


Sterling Plastics Co. — Pencil sharp- 
ener, bonus offer — 3rd Cover. 


Stile-Craft Mfrs., Inc. — Electric pencil 
sharpeners — page 47. 


Van Valkenburg, L. D., Co. — Pencil 
clips — page 60. 


Victor Safe & Equipment, Remington 
Rand — Index tabs — page 55. 


Weis Mfg. Co., The — Copy holder 
— page 44. 


Wilhold Glues, Inc. — Glue mucilage 
— page 56. 


World Publishing Co., The — Diction- 
ary, bonus offer — page 51. 


Montag Brothers, Inc. 
pers — pages 14-15. 


Yours For The Asking 


— Writing pa- 


A_ Shelving Catalog 
B Storage Equipment Bulletin 
C Office Planning Brochure 


Postage 
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Photocopy Product Brochure 
Dictation Instruction Booklet 


Filing Unit Bulletin 


New Products 


Card-size Duplicator 
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Portable PA System 
Miniaturized Tape Recorder 
Photo Typesetter 

Hand Adding Machine 
Telephone Pickup 
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Bookkeeping Machine 


ov ono ww & BS NM 


_ 


Dictating Machine 


— 
~ 


Portable Calculating Machine 


~ 
Nn 


Portable Tape Recorder 


~ 
w 


Photocopier 


~ 
> 


Shelf Filing Supplies 


~ 
w 


Ink Remover 


_ 
o 


Ream Cutter 


~ 
~“ 


Index Inserts 


_ 
@ 


New Type Cement 


_ 
° 


Plate-maker, Copier 


Writing Paper Cabinets 


22 
23 
24 
25 
26 
27 


Postage Stamp 

Necessary 

If Mailed in the 
United States 
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FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.&R., 


REPLY CARD 


DULUTH, MINN 

















TELL-ME-MORE DEPT. 





MODERN STATIONER 


1 EAST FIRST STREET 


Check Sorting Rack 
Portable File 

Catalog Case 

Compass 

Poetic Greeting Cards 
Tempera Color Set 

Pencil Sharpener 

Legal Pad Holder 
Labeling Tape 
Contemporary Furniture Line 
Safety Ash Tray 
Telephone Message Book 
Relief Map 

Executive Arm Chair 
Desk Sign 

Magnifying Viewer 
Duplicating Kit 

Shears Assortment 

Vinyl Binder 
Personalized Ash Tray 
Fountain Pen 

Drawing Desk 

Student Fountain Pens 
Manifold Book Merchandiser 
Outdoor Flag 
Polyethylene Bags 
Cellophane Tape 


To obtain additiona 
information on new 
products, literature o 
advertised product 
described in this issu¢ 
use this card, which | 
provided for your con 
venience. 
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pay for 11 


cost to you $25.41 
retail price 46.20 
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STERLING PLASTICS CO. « 1.140 Commerce Avenue. | 


2 


500 






STERLING 


$3385 


DURING DEAL 
ALL UNITS COME 
IN SPECIAL TRANS- 
PARENT BLISTER 
DISPLAY PACKAGE . 
After deal, two - splay 
packages to e ? 
ps. en; other un its 
ompact, a ful 
foldin neben 


n idatsWe) ¢-]alel-140 mnie] 0)": alm 4-165 
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Norelco Dictating Machines 


service Call 


electron tube! 





NORELCO 


4 

: In the outstand- 
’ ing new NORELCO, 
; design-simplicity 
means less complicated circuitry — 
less opportunity for breakdowns; 
almost no service calls. No wonder 
NORELCO owners are your best cus- 
tomers...and your best salesmen! 


Now, check these other features: 


Exclusive jam-proof magazine-loading 
Only five simple controls for all functions 
Compact portability (Just 8 Ibs.) 


Instantly re-usable permanent magnetic tape 


a 
a 
B 
m@ Clearer voice reproduction 
& 
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Smart, decorator styling 




















